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Natural Tan Gambier Grain 
Flexed Leather Soles 





























Rubber Heels 


OTHER STYLES 


No. 4910 
Brown Gambier Grain 
White Gambier Trim 
No. 4906 
Brown Gambier Grain 


No. 4909 
Gray Gambier Grain 
Green Gambier Trim 


No. 4902 
White Gambier Grain 
Natural Tan Saddle 
(Above have Flexed Leather 
Soles and Rubber Heels) 
No. 4908 
Brown Gambier Grain 
Natural Gambier Trim 
No. 4912 
White Gambier Grain 
Brown Gambier Trim 
(Nos. 4908 and 4912 have 
Thick Genuine Crepe Rubber 
Soles and Heels... Crepe 
Bottoms, 30c per pair extra— 
$2.85 net) 
IN STOCK—SEVEN STYLES 
A-7/12 B-6/12 C-5/12 D-5/12 











The sensation of the 

season—Freeman 

Tramps! Loungy but 

smart. ‘“‘Regular’’ shoes for wear 
. . not novelty slippers! Check 

the features! 

@ Crushable, ‘spineless’ uppers 

@ Flexible, long-lived bottoms 

@ Nocounter, no box toe, no lining 

@ Light as a moccasin 

@ An easy fitter 
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An all-spring, all-summer demand 
is lying in wait for Freeman 
Tramps. An extra selling season 
for you! Every customer is a pros- 
pect, no matter what other shoes 
he buys. 

Entire production up to April 
25th already sold out. Order 
now for earliest possible delivery. 


FREEMAN SHOE CORPORATION 
BELOIT, WISCONSIN 


FREEMAN SHOES 


WORN WITH PRIDE BY MILLIONS 
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VOICE of the TRADE 


BRADIO fans who have recently 
been tuned to Station WLW, Cincin- 
nati, have sometimes heard the an- 
nouncer say between programs: 
“You will be surprised: at the 
psychological lift a new pair of 
shoes will give you. Buy now—your 


\ & 





purchase of one pair of shoes will 
give a man work for 514 hours.” 

This is part of the “Buy Now” 
campaign sponsored by Station 
WLW, the Crosley Radio Corpora- 
tion. Shoes are one of the products 
the station is urging consumers to 
buy to stimulate business. 


* * * 


BR AYMOND TWYEFFORT writes 
us from St. Louis: 

- “Sunday, while I was out for a 
walk, I noted different shop win- 
dows and was very interested in a 
shoe shop—Flagg Brothers, 718 
Olive Street. It was dramatized and 
unusual. In the front window was 
a model Battleship and around 
it were different model shoes of 
‘Battleship Grey.’ Some shoes were 
two- toned—darker grey and lighter 
grey, white buckskin with grey, grey 
with green, grey with tan. Two 


pots of spring flowers on either side 
brightened up the window. 

“In a special side window was a 
sport display—fancy outing shoes 
intermingled with belts and braces. 
Although it was Sunday, quite a 
few passers-by stopped and looked 
in the window because it was differ- 
ent and interesting. I noted the 
price range was about $4.00. 

“T have passed many shoe shops 
in different cities but this one was 
rather unique. I don’t know any- 
thing about this store but I do know 
that someone associated with it has 
progressive ideas and plenty of 
imagination and it interested me 
and will no doubt interest many 
others. It proves to me the public 
is eager for something new—a 
change—after all, we are in a change 


era. 
* ¢. «@ 


THE wonder of words! Ruth Kerr 
at last _week’s styles conference, 


said: “I’d like to outline some of 
the indications for Fall that seem 





to be prophetic and not ‘pathetic’ 
as they thought I said at the Middle 


Atlantic convention.” And thereby 
hangs a tale. 


Page I! 


In Philadelphia, Miss Kerr’s 
opinion had been asked on clogs. 
Then she used the word “prophetic” 
for the first time, but some of them 
evidently misunderstood, so Henry 
Merdes, from the back of the room, 
piped up: “What do you mean 
pathetic?” 

* * * 


JEST 2 SEA 
DOWN FRONT 


ra 


LUCIUS BEEBE, who writes 
“This New York” for the New York 
Herald Tribune, says: 

“That barter is virtually with us 
would seem to be indicated by the 
postcard addressed to the cast of 
‘Hooray for What,’ at the Winter 
Garden, and signed by a chiropo- 
dist. . . . For two seats to the show 
he offered his professional services 
to any member of the cast whose 


dogs might want tinkering.” 
* * * 





SUMMER summary — several re- 
tailers were called upon to give 
their opinion in regard to the pres- 
ent situation at the Styles Confer- 
ence last week. We quote below 
some of the notes we took concern- 
ing their replies: 

Louis F. Turrty of Krupp & 
Tuffly, Houston, Texas: “Following 
the tremendous run of patent leath- 















er and copper calf for the past few 
weeks in our store, blue has been 
the leading color. We think that 
blue will be right along with white 
from now on. White in the South is 


always tremendously important. We. 


haven’t sold the number of white 
shoes so early this season, as we 
did last year, but our plans and 
our buying have been such that we 
feel we must necessarily sell more. 
We have bought, in aggregate, more 
white shoes than we did last year. 
I think that the supply of white 
shoes was underestimated. I have 
very definite ideas as to materials 
used in white. Some of my ideas 
are not in line with those expressed, 
but we have formulated a policy 
which I will be glad to tell you we 
are going to follow. In white dress 
shoes, the 16/8 to 24/8 heels, we 
are playing white pig and white 
fabrics. There'll also be white sail 
cloth, etc. We are placing our bets 
on those two materials for our white 
dress shoes. For white sport shoes, 
we are using white pig and white 
bucko. In our corrective types of 
shoes, our practical and every-day 
shoes for comfort, we are using 


WHITE ON_WHITE , WHITE - AND FHEN) WHITE 


] DID YOu 
¥ ? 


white kid. We think that the print 
dresses naturally require solid 
shoes. We think that brown linens, 
blue linens for all over or trimmed 
in white, are going to come along— 
with patent leather. To us it looks 
like linens or gabardines in light, 
airy shoes are the shoes that are 
going to be accepted. There will 
be no mark-downs until the last 
week of July. We plan to have 
them all cleaned up by the first 
week in August.” 


* * + 


Harry Fontius —Fontius Shoe 
Company, Denver, Colorado: “In 
Denver, where I come from, our 
white shoes haven’t started as yet. 
However, we do anticipate selling 
more white shoes this season, or 
at least as many as we did last year- 
At the moment it doesn’t seem pos- 
sible to get enough Parisand and 

















WITH APOLOGIES 


78 





—lf | were asked to create a slogan 
for the shoe industry, I'm inclined 
to think it would be: "Too much 
for too little.” 

—For where else do Mr. and Mrs. 
John Q. Public get so much real 
value per dollar spent? 

—Recently stopped before a most 
attractive shoe window on Lexing- 
ton Avenue. 

—Saw a fascinating assortment of 
Spring styles to retail at $3.95. 
—With hand bags to match at 

$4.98. 

—Two shoes, of good material and 
intricate workmanship, for a dol- 
lar less than one bag, of no more 
than ordinary valuel 

—If this isn't a case of non compos 
mentis | don't know what I'm 
talking about. 

—Frankly, | think you shoe men are 
all nuts. 


President 





patent leathers. Blue hasn’t started 
in Denver. We still have hopes. 
Brown and whites may sell with 
us. Blue and white and black and 
white, we didn’t do very well with— 
maybe it’s because we are more of 
a mountain resort than a seaside 
resort.” 
* * * 

At Paut.ty—Stix, Baer & Fuller, 
St. Louis: “I would say that we 
feel that from now until Easter we 
are going to continue to sell cop- 
per tan, patent leather and blue— 
with wheat linen and tan combina- 
tions and white and brown fast 
moving into the picture. We have 
already started to sell wheat linen 
and tan and they have been very 
well accepted. After Easter we 
think we will go right into white 
and we look for a big white sea- 


son.” 


ALBERT WACHENHEIM—The Im- 
perial, New Orleans, La.: “In New 
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Orleans, where I come from, our 
situation is very similar to Mr. 
Tuffly’s. We have seen a sifting out 
of the dark shoes—namely, patent, 
blues and copper tans. We are 
seeing a recession of these and have 
gone into a number of combination 
shoes—blue and white and brown 
and white. Brown and white will be © 
a leading combination. Some inter- 

est in prints—which has improved 

as the season has gone along. White 

shoes are starting to sell. New Or- 

leans has always been a big white 

shoe town because of the long Sum- 

mer and we feel we are going to 

have a bigger white season, or as 

big as before.” 


* * * 


Davi HirscHLER—Hofheimer’s, 
Inc., Norfolk, Va.: “I’m going to 
try and give you the forecast as 
shown in our community, which is 
Norfolk. The present situation 
seems to be that the copper tones 
are very effective at the present 
time. Followed by navy. The white 
season has always been very big 
as far as our locality is concerned. 








We figure on selling just about 15 
per cent less white shoes than last 
season. Gabardines have been very 
effective in our different units and 
we see no reason why they shouldn’t 
continue for the remainder of this 
season. It’s a fallacy on my part 
to try to give you a forecast suit- 
able for your location. We look 
forward to a continuation of the 
copper tones until Easter, then fol- 
lowed by whites. That’s our pres- 
ent trend and have based our buy- 
ing accordingly and hope we will 


meet with success.” 
* * * 


ArTHUR Livers—Frank Broth- 
ers, New York City: “As usual, I 
will say the opposite to what every- 
body else said. I hear so much 
about these copper tones. It may 
surprise you to know I haven’t one 
pair of that color in the store. Yet 
we are probably not running any 
further behind than the rest of you 
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fellows. The things that are selling 
with us are patent leather and blue 
and I would say that perhaps 80 
per cent of our stock is on just 
those two—patent leather and blue. 
The white situation as far as we 
are concerned is just as good as 
any other year. Whenever we come 


COPPER ? 


HEW. MEy 








to these meetings the question is 
always—‘How good is white?’ and 
white will always be as good as it 
has been. It will no doubt carry 
most of your Summer wants. We 
find it so. The season is no differ- 
ent than any other season in the 
past twenty years. You sell your 


customers what they want and if’ 


they have confidence in you, you 
sell them what you have.” 


* * * 


CHARLES WEIFORD of the Wei- 
ford Shoe Store in Chariton, Iowa, 
writes: 

“T want to express my commenda- 
tion of your article ‘In Allegiance 
to America’ in your March 5 issue. 
There is a world of good horse 
sense in your article and I would 
like to see many more articles of 
this nature appearing in the leading 
magazines of the country. This is 
a situation which should be cor- 
rected, but with our present wobbly, 
socialistic thinking there is little 
hope for the future. It’s time to 
stress the American point of view.” 


* * * 


NNATHAN HACK of the Hack 
Shoe Company, Detroit, Michigan, 
says: 

“When modern machinery can 
produce more than can be con- 
sumed, the consumer must be re- 
enforced with greater buying power 
so that he may add more items of 
comfort to his present mode of 
living. He is the only market. 

“How are you going to equalize, 
or better yet, balance that vast dis- 
crepancy in consumption? 

“Experience, that historical teach- 
er who usually drowns his dis- 
obedient pupils in human blood, 


1938 


will repeat this lesson on readjust- 
ment. 

“The human family is made up 
of stubborn ‘die hards.’ It will 
fight for its own conviction, and 
since every group believes in its 
own divine right, Hitlers, Stalins 
and others will profit by turning 
one camp against another. It is 
just another repetition of bloody 
historical progress accompanied by 
the well-known camp followers— 
‘mass hysteria’ and _ professional 
looters.” 


* * * 


FEEXPORTS of shoes by American 
manufacturers last year came within 
$400,000 of the value of imports 
of foreign-made leather footwear 
into the United States. The figures, 
taken from United States Depart- 
ment of Commerce statistics, dis- 
close export volume of $3,402,671 
for American manufacturers last 
year. Imports during the same pe- 
riod were valued at $3,804,786. 


* * * 


GENERAL ROBERT E. WOOD, 
president of Sears, Roebuck & Com- 
pany, reveals in the annual state- 
ment of stockholders a significant 
change that is coming in mail order 
sales technique. He said: 

“In 1937 the percentage of sales 
for retail stores increased more than 
for the mail order houses—chiefly 


because of the opening of thirty-six 
new retail outlets. Last year retail 
stores accounted for 62 per cent of 
the sales volume and mail order 
houses—38 per cent. As of January 
Ist, 1938, the total inventory car- 
ried amounted to $101,791,035.” 


* * * 


THE historic rights to distribute 
circulars and leaflets was upheld 
by the Supreme Court of the United 
States as one of the Constitutional 
guarantees of freedom of the press. 
In other words, the freedom of the 
press is not confined to newspapers 
and_ periodicals. It embraces 
pamphlets and leaflets and it com- 
prehends every sort of publication 
which affords a vehicle of informa- 
tion and opinion. The case was de- 
cided against the City Manager of 
Griffin, Georgia, and the Supreme 
Court invalidated the following 
ordinance: 

“That the practice of distribut- 
ing, either by hand or otherwise, 
circulars, handbooks, advertising or 
literature of any kind, whether said 
articles are being delivered free, or 
whether same are being sold, within 
the limits of the city of Griffin, 
without first obtaining written per- 
mission from the City Manager of 
the city of Griffin, such practice 
shall be deemed a nuisance and 
punishable as an offense against the 
city of Griffin.” 
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"It's Willie's turn to w'ar the shoes tonight, Pappy. He's aimin’ to go sparkin' 
the Widder Jackson after supper." 














WHAT?’S 


WERE hearing a great deal these days about con- 
sumers and “the Consumer Movement.” Hardly a week 
passes without a headline in the newspapers about some 
new consumer organization, or some new activity on 
the part of consumer groups already in existence. 
Washington is agog with consumer excitement and con- 
sumer agitation. And that isn’t at all surprising, for 
the national capital is a natural focal point for all of 
the numerous agitations that are stirring groups of 
people, in these stirring times, to a new consciousness 
of their group interests, needs and powers. 

It was only a few weeks ago that a committee repre- 
senting the Consumers National Federation called upon 
the President to present proposals in the interests of 
consumers and to recommend, among other things the 
creation of a central consumer agency in the Federal 
government. The proposals of this committee were 
broadly indicative of the aims and objectives, as well 
as the viewpoint back of the consumer movement 
generally. 

“The interests of labor, business and agriculture are 
each represented in the central administration of our 
government,” Miss Helen Hall, director of the Henry 
Street Settlement in New York, and chairman of the 
Consumer Federation’s executive committee, told the 
President. “The consumer has no comparable repre- 
sentation. In our concern for production, we have al- 
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ALL THIS CONSUMER 





Study your customers. Regard them as partners whom 

you should consult in the selection of styles and 

determination of price ranges. Earn and deserve their 

confidence through careful fitting and strict attention 

to their interests. Then you will have little to fear 

from the embattled consumers who are standing up 
to demand their due. 


lowed it to exploit consumption, and, in the process, to 
cripple its customers for whom, and for whom alone, 
it confessedly exists.” 

An investigation to be undertaken immediately by a 
special joint committee to be appointed by the Presi- 
dent, the Senate and the House of Representatives, was 
one of the specific proposals made by this delegation. 
But more interesting than its immediate objectives was 
the fact that this pilgrimage to Washington on behalf 
of the consumers of the country: is symptomatic of a 
growing consumer consciousness that is spreading over 
the country and manifesting itself in various way. For 
example: 

A New York department store last month staged a 
great consumer mass meeting in Madison Square Gar- 
den with such distinguished speakers listed on the pro- 
gram as Governor Earle, of Pennsylvania; Congress- 
man John J. Boylan; Newbold Morris, president of the 
New York City Council; Jeremiah Cross, New York 
State Commander of the American Legion; Fannie 
Hurst, the author; Mary Pickford, and others promi- 
nent in church groups, women’s clubs and _ various 
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EXCITEMENT? 


And How the Retail Merchant, Who Is Best Qualified to 
Educate the Customer Regarding Merchandise and Values, 
Should Adjust His Service to Meet the Issues Raised by 
Consumer Groups and Organizations, Which Are Now 


Demanding Government Protection for Their Interests. 


organizations. This was not a spontaneous meeting; 
the publicity motive was clearly in evidence. Never- 
theless, it was significant as a recognition of the grow- 
ing power of these organized consumer groups. 

Following up this meeting, Hearn’s Department Store, 
the sponsor, launched a great promotion, with pages of 
advertising in the metropolitan dailies, based upon the 
supposed interests and desires of consumers. 

Largely as a result of consumer agitation, Congress 
has recently enacted the Lea Federal Trade Commission 
bill, broadening the power of the commission to cover 
trade practices and thereby bringing to the agency a 
power it has sought for years, namely the authority to 
become a consumer watchdog with a full set of tee 
Marking the first time that the Federal Trade Cogfmi 


sion Act has been amended, the new legislation €m=\ 


powers the commission to issue a cease and desist drder 
if it is determined that the public is harmed, irrespec- 
tive of whether a competitor is suffering. H etofore 

— 


Consumers go to a mass meeting. Hearn’s 
ment Store staged it in Madison Square 
Political bigwigs, opera, stage and screen s 
nished the excitement. Then the store foll 
with a sensational merchandise promotion pre 
on the new “consumer consciousness.” 


the agency has found it impossible to move against a 
company unless a complaint was received from a com- 
petitor. 

The National Bureau of Standards, at the urgent re- 
quest of consumer groups, has made a series of studies 
of various kinds of merchandise and has recently issued 
a pamphlet entitled “Shoe Constructions” giving in- 
formation intended for consumers. 

Consumer organizations have been formed in many 
localities, some of them for the purpose of setting up 
co-operative buying plans. 

Consumer research organizations have been broaden- 
ing their activities and influence, and big retail depart- 

nt stores have been establishing their own research 

to protect quality and give consumers definite 
Tapee as to the materials used in merchandise. 

Affe iterature of reading matter directed expressly 
to the copsumer has appeared, with books, magazines 
and “digests,” of information about merchandise, prices, 

, being offered at newsstands and book- 

en’s magazines have consumer bureaus. 
oes all of this “consumer business” mean 
erchant. What is its significance in rela- 
[TURN TO PAGE 34, PLEASE] 
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LEATHER FORECAST FOR FALL 
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@N March 28 and 29, in the Grand Ballroom of the 
Waldorf-Astoria Hotel, New York, members of the 
Tanners’ Council of America showed their leathers for 
the coming Fall season. Hundreds of visitors, repre- 
senting every branch of the shoe industry from every 
part of the United States, met to inspect the exhibits 
and to discuss everything from cattle feed to window- 
dressing and the side pleating on a high-heeled pump. 
But whatever the topic discussed, the thought behind 
the talk was always the same. How good will business 
be this Fall? Will more or less shoes be made and sold 
than last season? What colors and what types of 
leathers and finishes will be most popular? It is im- 
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possible at this early date for anyone to give a final 
answer to any of these questions. Certain trends, how- 
ever, seem to be definitely established. 

First, as to color. You can safely count on selling 
more colored shoes than usual this Fall. These will not 
take the place of black as volume, but there are several 
good reasons for believing that there will be a greater 
demand for other colors including the brown, blue, 
wine and plum families. This prediction is based partly 
on Spring business, and partly on the Fall colors them- 
selves which are clear, yet warm in tone and furnish 
excellent accessory accents for many Fall costume 
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A Tour of Inspection of the Leather Pit Shows Three Strong 
Trends—More Colors, More Grains, and Earlier Selling of 


Left Hand Page, Photo Courtesy of A. C. Lawrence 
American shoes for American activities by an American designer in 


Smooth Leathers. American leathers. Unusual trimming treatments and ways of combining 
surfaces. 


Top—left to right 
Side gore sandal combining Marine Blue suede and patent. Cording cn 
vamp resembles draping. 

Unusual and beautiful pattern combining green patent and suede. 
Zipper moccasin stepin with side gores in green reverse calf. Cubana 
ealf cording trim and thick sole. 

Bottom—left to right 
Pump in Chaudron calf. The perforations give lightness to the ‘“Mud- 
guard” trim. 
Extremely new looking oxford in India Brown calf. Stitching and per- 
forations give the vamp its asymmetric line. 
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Combination of beige 

and blue pigskin, the 

leading grain leather 

for the coming season 

in side gore sport pat- 
tern. 





Above Pp a 
h . ee 
0f0* Cour, tesy of Oni — 
° Leatp, 
er Co, 


Bags and belts of American leather dyed to the 
color specifications transmitted by Colorcode Ma- 
chine from the latest Paris openings. This is typi- 





| cal of the kind of service which will be given 
each season to American manufacturers and re- P 
ce tailers by the American Colorcode Committee of 
leading fashion and color authorities. 
4 shades. But don’t forget that colors for accessories 
t more often than not will not include shoes and these 
| will still be black. An a ce lh arg uh coal for its 
. . P new “camisole” top wi scallops ané 
r Brown—often the most difficult to combine with other lacings, in a popular rust shade. 
%» colors—is warm enough (India Brown) or light enough ; 
y (Golden Havana) to look well with other colors as well black costumes. The darker tones, especially India 
- as with the beige-rust-copper-brown family in fabrics Brown, are perfect complements to blue and plum, the 
h and furs. Golden Havana is especially indicated for [TURN TO PAGE 51, PLEASE] 
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Old-fashioned tables and shelves, with glass cases under which shoes were displayed, con- 
tributed to the unusual character of this interesting window by Franklin Simon & Company. 


CLEVER DISPLAYS, 


@NE of the speakers at the recent Style Conference, in 


New York, indulged in considerable criticism of retail 
shoe merchants because of what he termed a lack of 
appreciation of the importance of good window dis- 
plays, coupled with a failure on the part of many shoe 
stores to make the most of their opportunities in this 
important field of visual sales promotion. 

The criticism, in the opinion of this writer, who has 
made a rather careful study of shoe store windows over 
a period of years, is largely unwarranted. For while 
it is undeniably true that many stores, which do a 





Rings suspended by ribbons gave elevation to shoes 
in this James McCreery window. 






EXPRESSIVE 


reasonably efficient job of sales promotion in other 
directions, do fall considerably short of what might 
be expected of them, with the window display facili- 
ties they have available, nevertheless, the displays to 
be found in shoe store windows, by and large, compare 
very favorably with those of other classes of retail 
establishments. 

And this is true, notwithstanding the fact that shoe 
stores operate under a considerable handicap in this 
matter of visual merchandise display in windows. Shoes 
are small objects compared with gowns, suits and other 
items of apparel. Generally speaking they are less 
colorful, while their uniformity of shape and appear- 
ance tends to make a shoe display monotonous and un- 
interesting unless something is done to give it life, 
beauty and character. Since the shoes individually 
occupy such a small space in the window, the display 
man must do one of two things. He must either fill the 
space with a lot of shoes, as many do, or he must resort 
to other objects, such as attractive backgrounds, decora- 
tive objects or display stands to make the window in- 
teresting and attractive. 

The extent to which this decorative treatment of shoe 
windows can be and is being carried out in some of the 
stores that prefer this method of treatment, in prefer- 
ence to the alternative of displaying a great number of 
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Careful Attention to Balance and Symmetry 
Essential in Planning Effective Shoe Windows 


Macy’s contrived this clever arrangement, which reflected patent 
leather highlights in shoes and in globe. 
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OF SPRING... 


shoes, is well illustrated in the accompanying photo- 
graphs. Here are four displays which demonstrate also 
how clever ideas can be carried out in a relatively sim- 
ple and not too expensive manner to produce a really 
beautiful effect, one that is almost certain to command 
the attention of the passersby. 


ELABORATE and costly backgrounds, such as one 
sees in some of the chain stores specializing in popular- 
priced merchandise, have been entirely discarded in 
these windows, whose beauty, and appeal depend almost 
entirely on the manner in which the shoes have been 
arranged, the harmony and balance of the display and 
the few simple objects used to provide decoration or to 
serve as supports on which the shoes are presented to 
the customer. 

It is quite true that every store does not have at its 
disposal a display man sufficiently clever and experi- 
enced to contrive and work out window displays like 
these. But in almost every city of any size there are 
“free lance” display men or organizations who will 
undertake the job of looking after a store’s windows 
for a reasonable price, and who can approximate, at 
least, the displays to be found in the big city, stores. 
Various window services are available and even the 
retailer who must undertake the job himself, or entrust 








it to one of his salesmen, can, by studying windows like 
these, and others wkjch appear in the REcorDER, or 
which he may observe in other stores, find many that 
will give him just the idea he needs as a starting point 
in planning a display of his own. 

Many of the most effective window displays of today 
are exceedingly simple in concept and composition, and 
that is a good thing for the merchant to remember when 
planning displays of his own. For simplicity, balance 
and a harmonious and restrained use of color in back- 
grounds and decoration are important elements con- 
tributing to the pleasing effect of practically every 
good shoe window. 


"es 


One of a series of unusual Spring shoe windows in 
Walk-Over store on Fifth Avenue. 
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Robert Goldberg, Manager 
Berland Shoe Store, Los 
Angeles, started in with 
the Berland Shoe Co. ten 
years ago as salesman in 
their Washington St. store 
in Chicago. He soon be- 
came manager of the base- 
ment store on Randolph St., 
Chicago, then manager of 
the Washington St. store 
and finally manager of the 
Berland State St. store Chi- 
cago. He held this position 
for six years, and was trans- 
ferred to Los Angeles two 


sens ORGANIZE YOUR STAFF 
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How a Harmonious, Well Trained Sales Force Can Increase a 


Shoe Store’s Volume by More Efficient Selling to Every Customer. 


IT is a wise manager who understands the value of developing his own 
sales force. No matter how good a manager may be, he cannot be on the 
floor all the time; therefore capable assistants and a good, dependable 
sales force are most important to the successful operation of a store. 

Store location is not a chain store manager’s problem; merchandising 
is not his problem, nor is advertising his problem. The sales force is 
very definitely his problem. The vey first job of a manager is to build 
a representative selling organization which will function properly at all 
times. Somebody said, “Next to the customer, the most important person 
in a store is the salesman.” 


ROBERT GOLDBERG This business of assembling a harmonious “selling” sales force is a 
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gage the types of salesmen best suited to care for 
the trade properly: the time-hurried shopper; the 
pleasant satisfied repeat customer; the undecided 
shopper; the excitable customer; the critical buyer; 
the fussy shopper. Then there are many variations, 
but the foregoing are the main ones to consider. 

A balanced sales force is very necessary to handle 
these major customer classifications of trade. A 
store should have different kinds of men to take 
care of the different kinds of customers. In stores 
of our type, we must have men who can sell fast, 
men who are capable of handling the trade in rushes. 
While these men are not always trade builders, they 
are a necessary part of the organization, because in 
a store selling fast-moving merchandise, it is natural 
to have a great many people who wish to be served 
in a hurry. 

Now in contrast to that type of trade, there are 
the slower-moving salesmen who really build busi- 
ness and repeat trade. These men are called to serve 
the more conservative type of customers, as well as 
those patrons who have foot trouble. 

Young men who know how to handle the young 
trade are a vital part of an organization which caters 
to this great army of shoe buyers. These young men 
must know their fashions and be able to say what 
goes with what and why. In addition, these men 
selected to serve the younger trade must have an 
unusual amount of cheerfulness, personality and that 
something which the young folks like. 

Some men have a knack of selling those shoes 
which every store accumulates—the odds and ends 
or the PM section. A few men who can sell a fair 
amount of these PMs daily in such a manner that 
the customer is absolutely satisfied with the purchase 
is an asset to any store. 

Now that the sales force is assembled, the job of 


TO SELL MORE SHOES 


real job. It is one that must be solved correctly at the 
very start, else’Mr. Manager will have no business to 
manage. Here salesmen are not picked at random or 
put to work on the assumption that because they have 
worked for a while in some representative stores they 
will fit in with us. 

Men are selected very carefully after a probationary 
period. This is done in order to be fair to the men, to 
the organization and to the other men in the store with 
whom the newcomers must work. This probationary 
period determines whether or not the man is adaptable 
to the store and also if he is the particular type needed 
at the moment in order to ‘round out a balanced sales 
force. 

There are many types of customers coming into shoe 
stores every day, regardless of where the store may 
be located. So let’s list a few of them in order to 


the manager is to see that his boys and girls are 
kept busy, happy, ambitious and interested in the store's 
welfare. A contented sales force is not enough, but an 
aggressive, snappy, fighting organization, interested in 
getting ahead and not just holding a job, is essential. 
One of the best ways of maintaining this spirit is 
through the weekly informal store meetings. The men 
and women come to these store meetings with an open 
mind, knowing it is their meeting. Their experiences 
are freely exchanged, best methods of selling particular 
customers or accessories are freely discussed, as well as 
problems and obstacles that arise at the fitting stool. 
Ironing out these points is a test of the manager’s ability 
to weld his men into one compact force. Here, it has 
been found best to have the manager act only as chair- 

man of the meeting. 
[TURN TO PAGE 38, PLEASE ] 
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The RECORDER Candid Commentator 


Louis F. Tuffly of Krupp & Tuffly, Houston, 

Texas, addressing the women’s meeting of 

the semi-annual Styles Conference held by 

the National Shoe Retailers’ Association at 

the Waldorf-Astoria in New York. The 

miniature mannequins were loaned to the 
N. S. R. A. by McCalls Magazine. 


Employees of the G. A. Haase Co., operators 
of stores in Marinette, Oshkosh, Ripon and 
Beaver Dam, Wisconsin, held their annual 
Winter party at the Summer home of G. E. 
Denzin, vice-president of the company. 
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Free Lamport of Vulcan Last Corpo- 
ration at the men’s meeting of the 
N. S. R. A. Styles Conference. 


= 


Harold M. Florsheim is justly proud of 

Boynehouse Brutus of Harham, a two-year- 

old airedale and a recent first-prize winner 
at the Dayton Dog Show. 


Harry Fontius, president of the N. S. R. A.. 
spoke to members of the Norfolk, Va., Shoe 
Club at a meeting held at Hofheimer’s re- 
cently. He pointed out the fact that selling 
shoes had graduated into an art requiring 
intelligence, a knowledge of style and of the 
principles of proper fitting. 
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@ Your own experience 
tells you that a good rub- 


ber heel makes even a 


good shoe a better seller. ‘GOODYEAR 


So it stands to reason that Ctl ty 
better rubber heels help - 


make “best sellers.” 


That’s the whole idea back 
of the manufacturer’s will- 
ingness to pay the extra 
cost of fitting his shoes 
with the Goodyear Custom 
Heel or the Goodyear 
Wingfoot Heel. 


He knows that these fine, 


tough, handsome heels— Gocuvenn 
with their trim part-of-the- 


shoe appearance—help you W | H f f | | ] 


sell his shoes! 


THE GREATEST NAM S| _ -catti IN RUBBER 
: > 
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$3 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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MARY BROUWER FINLEY 





THERE have been juvenile style meetings, and juvenile 
style meetings in the past, but that held as a part of 
the program of the Style Conference of March 29 at 
the Waldorf-Astoria, New York, was unique in a num- 
ber of particulars. First, it was the largest in poim 
of attendance of any ever held. Second, it was the first 
children’s shoe conference presided over by a woman, 
and that in conjunction with the active part taken by 
another woman in leading the discussion made the 
feminine influence most pronounced. Since women are 
closer to the home and the child in their viewpoint, the 
value of this influence is unquestioned. 

Third, the conference devoted its energy more par- 
ticularly to the subject of style, which has not been a 
recent practice, most meetings heretofore giving major 
attention to the mechanics of last and the process and 
importance of fit. Since these subjects have been so 
comprehensively covered in previous meetings and so 
exhaustively treated in previous reports, it was not 
deemed necessary to accent them at this time, although 
their importance was brought out many times in the 
general discussion. 

A visual presentation by chart was an innovation, 
developed by the chairman, Mrs. Mary Brouwer Finley, 
which served all through the meeting as a guide to just 
what the discussion was about specifically. It took the 
form of a large book, resting on an easel, and readily 
seen by all who were in Le Perroquet Suite where the 
meeting was held. As the book was opened there was 
displayed on the right-hand page an enlarged photo- 
graph of two children, little chaps of about four years, 
and on the opposite page the Titles, Lasts, Patterns, 





Feminine Influence 


Style Conference 


And Largest Attendance in History of the Con- 
ference Participated in Discussion of Coming 


Trends in the Various Children’s Size Groups 
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Pronouneed in Juvenile 







Leathers, with space under each caption for insertion 
of details, as discussion brought them out. 

The class under discussion was the 2 to 6 size run. 
This completed, the page was turned, revealing an 
older child, such as would wear shoes in the 5 to 8 
group; a third, and the meeting came to the 84% to 12 
size run, another for the school child wearing the 1214 
to 3, and, finally, the high school type who would be 
wearing the 31 to 8 size runs. 


THIS placing before the eyes of the committee of 
just the sort of children they would be talking about 
in their discussions of a given division, concentrated 
both attention and thinking entirely to the matter in 
hand. In opening the meeting Mrs. Finley, after 
speaking of the fact that the University of Wisconsin 
has opened up a course in shoe fitting, which, as she 
pointed out, showed recognition of the importance of 
this service, drew attention to the juvenile market by 
showing that 25 per cent of the population of the 
country is under twelve years of age, to say nothing of 
the proportion over that age limit who are still chil- 
dren. She commented upon the fact that 33 per cent 
of children’s shoes were not fitted, but bought “over 
the counter” by parents having only an approximate 
idea of their children’s requirements, the hazard of 
which needed no comment. 

Miss Ruth Kerr spoke of the importance from a 
marketing angle of the extra pair sale, upon which 
styling shoes for the occasion is of importance, and 
which should be stressed at the point of sale. She 

[TURN TO PAGE 35, PLEASE] 
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WILL KNIGHT 


IN Portland, Ore., on May 31, the shoe fraternity of 
the nation will do honor to a man who has honored his 
industry. Will Knight, dean of the Pacific Northwest 
Shoe Retailers’ Association, is to be given a testimonial 
dinner in grateful appreciation of his many years of 
service, kindness and good-fellowship. The idea be- 
hind this dinner is two-fold—first, to do honor to this 
man who so richly deserves this testimonial and, sec- 
ond, to give him a gift that will be the crowning achieve- 
ment of a lifetime of good deeds. 

Much thought was given to the gift to be given Mr. 
Knight at his testimonial and at last the committee felt 
that they had arrived at the one gift that would please 
him most, and more than that, the one gift that would 
be a humanitarian benefit for generations to come, the 
idea being that this be made a national affair and that 
moneys raised be turned over to the Shrine Hospital for 
Crippled Children as a Will Knight memorial fund. 

The idea grew in popularity with shoe men all over 
the nation rallying to this wonderful cause. And every- 
one who knows and loves Will Knight have signified 
their pleasure and their earnest desire to cooperate to 
make this a beautiful tribute to a great man. Through 
one man’s kindness and one man’s personality, little 
children for years to come will walk straight through 
life and will come to know their benefactor who made 
this gift possible for them. 

The Will Knight memorial fund is more than a gift. 
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SHOE TRADE TO HONOR WILL KNIGHT 






P acific-Northwest Shoe Retailers’ Association 
to Tender Testimonial Dinner in Appreciation 
of His Years of Service, Kindness and Good- 
Fellowship, the Proceeds of Which Will Be 
Turned Over to the Shrine Hospital for Crippled 
Children as a Will Knight Memorial Fund. 







The beautiful Shrine Hospital for Crippled Children at Port- 
land, Ore., the recipient of the Will Knight Memorial Fund. 


It is a monument to the living—a monument reflected 
in the smiles of healthy children—a monument that 
money cannot buy. Throughout the years Will Knight 
has been a friend to little children and through his 
years of kindness he has created much happiness in the 
hearts of all those who have the privilege of knowing 
him. There is no material gift the committee could have 
selected to give a man of that type; there was no ma- 
terial gift that he would half as much appreciate as 
that of knowing that his friends so appreciated what 
he has done for all mankind that they are cooperating 

to make this the biggest national affair in shoe history. 
City officials, state officials, civic leaders and execu- 
tives of shoe organizations have deluged the committee 
with letters and offers of helps. Shrine Temples have 
signified their pleasure with the very idea. Many of 
Will’s friends in the East are coming to the Pacific 
Northwest to do him honor on this occasion. The 11th 
annual convention of the Pacific Northwest Shoe Re- 
tailers’ Association will be the scene of this testimonial. 
[TURN TO PAGE 35, PLEASE] 











| 





BOOT AND SHOE RECORDER, April ¥, 1938 Page 27 


ooltuoles 


TOM MIAMI 


... Omart as a whip — gay — 
sprightly ... and withal comfort- 
able. 


Boe 8 That matchless comfort Ce- 


lastic always imparts. THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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PRICE PROSPECTS FOR LEATHER 
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AND HIDES? 


Analyzing the Various Factors That 
Have an Important Bearing on the Pres- 
ent Situation and the Probabilities for 
the Future, Boot and Shoe Recorder 
Finds The Outlook Moderately Bullish 








By OWEN A THOMAS 
Associate Editor 


SAYS the big-shot buyer to his wife over the dinner 
table, “I see that hides dropped 15 points today. Just 
watch me get that next order for ten cents a pair less 
than I paid last month.” 

Now, we of the Recorper staff are not cynics by any 
manner of means. We still believe in Santa Claus; and 
we will even listen respectfully to those of our ac- 
quaintances who stop us on the street and prate of 
elves and gnomes seen prancing in the still watches of 
the night. But we balk when asked to see anything of 
transcendent importance in a 15-point movement of the 
hide market—either up or down. Indeed, we have 
serious doubts as to whether more than a small per- 
centage of operators know what hides they are talking 
about; or even what a point really is. 

Hide prices on the New York Commodity Exchange, 
as well as on other exchanges where both cash and 
futures transactions are made, are based on light, native 
cow hides. The price quoted is expressed in terms of 
cents per pound. If hides are selling, let us say, at 
9.85, it means they are selling for nine and eighty-five 
hundredths of a cent per pound. A point is one one- 
hundredth of one cent; and a 15-point drop in this case, 
would mean that light, native cow hides had enjoyed a 
decrease of fifteen-hundredths of one cent—and just 
how much would that change the price of the leather 
made from that hide? 

To figure that out one needs a crystal ball and one 
of the new five-suit decks of cards to which we are now 
in the process of being introduced. In the first place, 
how many feet of leather can be made from one pound 
of hides? It depends, obviously, on the weight of the 
leather. In some hides, one pound will make about one 
foot, but cows have a distressing habit of encasing 
themselves in hides of varying thicknesses. 





LEATHER LINING 
FELT HEEL PAD 


Lies 











In the second place, those of our industry who have 
acquired the habit of viewing hide and leather price 
curves as two parallel lines, seem to have overlooked 
the fact that it costs just as much to tan a hide which 
is selling at a low level, as it does to tan a hide which 
is selling at a much higher level. One Eastern tanner 
tells us that between 40 and 45 per cent of his manu- 
facturing cost is static. It bears absolutely no relation- 
ship to the price he has paid for his hides or skins. 
His tanning materials are the same, or more; his labor 
is the same, and is rapidly getting no less; his taxes 
well we won’t go into that. 


@N that basis, it could be figured that a 15-point drop 
in the price of light, native cowhides, might just con- 
ceivably decrease the price of side leather as much 
as eight or nine one-hundredths of a cent per pound—- 
if leather were sold by the pound. Being sold by the 
foot, as it is, it is anyone’s guess. 

So, let’s forget the hide market and concentrate for 
a brief moment on the considered judgments of leather 
men and hide brokers, who are unanimously of the 
opinion that 1938 will go down in history as one in 
which hides went up in price. No one knows when the 
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Measuring Stick of Values in Men’s Shoes 
Cost of a Typical Men's Goodyear Welt Oxford in a Good Grade of Calf 


Dec. 1, 1985 May 20, 1986 Dec. 1, 1936 


per Stoc 
cree tintege and Doublers 
Leather Linings and Trimmings .... 
Eyelets 
Bottom Stock 
Labor 
Cartons and Cases 
Royalties 
Lasts, Dies, Patterns 
Findings, Laces, ete. .............. 
Factory Expenses 


Apr, 1, 1937 

$1.1849 
0790 
.2453 
.0060 
9018 
1.0449 
0738 
.0950 
.0600 
.2077 
-3700 


Mar. 1, 1938 
$ .9167 
.0630 
.1460 
0066 
.7730 
-9890 
.0720 
.0950 
.0600 
2021 
.3500 


$ 8886 
0670 
.1900 
.0060 
7100 
9951 
0700 
.0950 
.0600 
1991 
.3600 


$1.0503 
0710 
.2330 
.0060 
.1750 
9951 
0710 
.0950 
.0600 
.2001 
.3650 





Total Factory Costs 
Selling and Administrative Costs, In- 
cluding Salesmen's Commissions, 


Advertising, Reserve for Bad Debts, 


$3.6408 $3.9115 $4.2684 $3.6734 


-7204 -7635 -8220 -7635 





$4.3612 $4.6750 $5.0913 $4.4369 





rise will start, although there is abundant evidence 
pointing to the fact that prices have already risen 
slightly from the bottom. No one knows how far it 
will go. But if and when it comes, it is perfectly obvious 
that it won’t make for cheaper shoes—rather the re- 
verse. 

And even if it does not come to pass, who is. there 
to say that a declining market in cowhides means a 
corresponding drop in the price of calfskins. There 
have been a number of years, as a matter of record, 
in which hides have dropped and calfskins have gone 
up. And who will argue that a drop in the price of 
cowhides raised in this country should mean a corre- 
sponding decrease in the price of kid leather made 
from goatskins which once adorned the plains of 
China? It doesn’t seem to make sense. 

If you want us to, however, we'll admit handsomely 
that it does make sense; and proceed from that point 
along another line of argument, or speculation—which- 
ever you prefer to call it. 

Remember the droughts of 1934 and 1936? We dis- 


like to drag them in, but the fact remains that cattle 


herds in this country were badly depleted during those 
years and well into 1937, because grain prices were 
high and it cost so much to feed the pesky animals that 
farmers and cattle growers sent them to the slaughter 
pens in tremendous droves. 

Now, if ever, with grain prices very much lower and 
with the before-mentioned depletion in herds, is the 
time for the farmer and cattle grower to build his herds 
back to somewhere nearly normal. That means that 
fewer cattle will be sent to the slaughter houses of 
Kansas City and Chicago. That, in turn, means there 
will be fewer hides coming on the market. The avail- 
able supply of hides will drop; the price consequently 
will go up. Even the Supreme Court cannot reverse the 
law of supply and demand. Neither can Henry Wallace. 

Boot AND SHOE ReEcorDER, therefore, is moderately 
bullish. We believe we see a gradual recovery with 
fewer false starts than we have had in the recent past. 
Buyers of hides, buyers of leather and buyers of shoes 
made of that leather, while they would be ill-advised 
to plunge, certainly should not hesitate to buy what 
they need. 





Measuring Stick of Values in Women’s Shoes 
Cost of a Typical Woman's Goodyear Welt Oxford in a Good Grade of Calf 


Dec. 1, 1934 Dec. 1, 1935 Dec. 1, 1936 


$ 5216 
.0782 
1425 
4900 


Upper Stock 

Cloth Linings and Doublers 

Leather Linings and Trimmings .... 
Bottom Stock 

Labor 1.0767 
Cartons and Cases 0650 
Royalties ages 09 
Findings, Laces, etc. .............. 18 
Lasts, Dies, Patterns .............. .10 
Factory Expenses 27 
Total Factory Costs $3.0140 
Selling and Eso ey Costs In- 

mmissions, 

Reserve Ps Bad Debts, etc., but 

Excluding Advertising 


Total Cost 





Apr. 1, 1937 
$ .72 
.0986 
.2051 
-6725 
1.1843 


Mar. 1, 1938 
$ .66 
.0896 
1826 


$ .66 
.0896 
1826 
5900 


$ 5634 
0782 
-1520 
-5500 

1.0767 1.0767 
.0650 0690 .0790 
09 0900 09 
18 1890 1990 
10 10 -10 
.27 .27 2835 


60 
1.1270 
0714 


$3.1253 $3,3169 $3.6324 $3.3891 


4445 -4403 4403 


$3.5698 $3.7572 $3.8294 
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EVERY man and every woman who sells shoes 
at retail has a story to tell of methods they have 
found successful, in their own experience, in 
“Getting More Shoes Sold Right.” BOOT AND 
SHOE RECORDER will pay real money for 
the best seven selling stories, submitted to our 
Contest Editor, between now and May Ist. Writ- 
ing ability, rhetorical construction, grammar 
or penmanship will not count. What we want 
are practical selling ideas and methods that 
have stood the test of experience at the fitting 
stool, and produced sales. Give us your story 
in 500 words or less. Here are the prizes, one 


of which may be yours, if your story, in the 


opinion of the judges, ranks among the seven 
best: FIRST PRIZE $50.00; SECOND PRIZE 
$25.00; FIVE PRIZES OF $10.00 EACH. There 


are no difficult requirements for participation 


in this contest. Any intelligent and experienced 


YE 


retail shoes salesperson, man or woman, any- 
where, can qualify. Here are the simple con- 


ditions: 
RULES 


. Stories must relate to the subject “How 
Retail Salespeople Can Help to Get More 
Shoes Sold Right in 1938.” 


. All stories must be mailed, plainly ad- 
dressed with the coupon below attached, 
to Contest Editor, Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y.., 
and must reach him not later than May 1}. 
1938. 


. Every contestant who submits a story 
thereby agrees to accept the decision of 


the judges as final. 


. Every contestant must be a bona-fide re- 


tail shoe salesperson. 


. All entries submitted are to become the 


property of BOOT & SHOE RECORDER. 





BOOT ano SHOE RECORDER 








| Feet wesge .. 550.00 
Second puge...'25.00 
Fue priger of NW ach 








es by 
: ioe 
he mL z as 3 
eee a ae] id a 
te RN ce a. Patel 
: Aas 








Pm ~ 
_ 
-?> eps 
- me 
” Fs » 
: ia 
34 > se ett 
; i) 4 
7 ae” 
af 
#3 
ee cer’ “77 
te rage. 
Pal 
3 
alge 
8g 
“at 
ase. 
oe ; 4 


“Wek 





at 
OF SALE I8 THE 
MERCHANDISING 


Mr. John Slater, of J. & J. THEME SONG 


Slater, New York, N. Y. Mr. FOR 1938 
L. E. Langston, Executive 
Vice President, N. S. R. A. 
Mr. Wm. Pidgeon, Shoe 
Merchant, Rochester, N. Y. 


JUDGES 


BOOT AND SHOE 
RECORDER 


Don’t Delay Your Entry In This 239 West 39th Street 
Centest. Start Your Story To- New York City 

day. And Mail It As Seon As 
Possible To The Contest Editor. 


(Attention: Con 
Name of Salesper 
Home Address ...\._.. 
Name of St \ 
Addyéss of N 


Length of Employment with above store .. 
is information will be held confidential 
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OUTLOOK 


Importance of Next Seven Days 


FFROM Palm Sunday to Easter Saturday—get the 
money. The public is yours for a week. It is the biggest 
week in the year. Aside from cheering the boys at the 
fitting stool on to their work, this week has certain sig- 
nificances of great moment to manufacturing, as well 
as retailing, in the months to come. If shoemen do 
their stuff and the public responds, then there is every 
reason to expect a resumption of buying on Easter 
Monday that will help factories over the bad spots of 
April and May. That money also finds its way into 
shoe factory workers’ pay envelopes, tannery and sup- 
ply sources and does its bit in starting wheels forward. 
It’s important money—for it starts things in a big way 
—or if lean, it dribbles delay and doubt. 

Remember this, shoes are the one common article 
worn by everybody. Nothing is so universal in its use. 
Shoes are not tied up closely with the economic picture. 
Times can be hard and yet the shoe business can dis- 
tribute a surplus quota of shoes. Not so with automo- 
biles, refrigerators and the big money items. When 
people are out of the market for major goods, they are 
often keener for minor goods and get the thrill of 
shopping with a less expenditure in dollars and cents. 
Shoes are terribly important as a symbol of better times 
ahead—-so sell, sell, sell. 

One interesting thing about this recession is that as 
yet there has been no material switch on the part of the 
public from the regular grades of shoes previously pur- 
chased to economic low prices. That happened in the 
depression of ’33-’34, As the public’s money is retreat- 
ing like the tide at the seashore, it still leaves pools in 
pockets along the shore, out of which shoes and apparel 
and Summer things are purchased. There is therefore 
some assurance to the merchant that he can sell what 
he has, repeat, and continue to hold his customer. 
Someone else is not taking the customer because of 
lower price pressure. This reason is sufficient to 
encourage every merchant, everywhere, to bend every 
effort to get more shoes sold right in the next big week. 
It can be done and must be done. 

The unfortunate thing about the recession is “a 
weakening of the individual’s moral fiber and a de- 
crease in his ability, willingness and desire to do things 
for himself.” That statement was made this week and 
packs a world of truth. 

The general opinion is that fear, and fear alone, was 
the cause of this recession. Too many words have been 
spilled—to suit us. Hard things cause depressions— 
lack of work and “too much and too little.” Some 
time ago we indicated the part that high inventories of 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


all products of the mine, farm and factory, plus a high 
inventory of idle money in banks, plus a high valuation 
on securities, played in making this recession. The 
remark was challenged but we found no worthy answer 
until we heard General Hugh S. Johnson say: 

“The automobile industry is so large a consumer of 
iron, steel, copper, glass, lumber, textiles, rubber and 
incidental gadgets and it gives employment to so many 
people in these industries and in the business of selling 
and servicing a whole nation on wheels that any slowing 
up here is instantly reflected in every field of business 
and employment in the country. Of course, any such 
almost complete damming up of activities by so great 
a hump of stalled material is the largest single cause 
of bad business and unemployment. What caused the 
sudden and wholly unexpected slowing up of new car 
sales that turned off the sunlight on our whole business 
pattern? Principally the 1937 stock market slump. 
Call them ‘paper values’ if you will, but a sudden wip- 
ing out of twenty-five to fifty billions of stock values 
not only makes people feel poorer, but actually greatly 
restricts their buying power. ‘They have lost just that 
many billions of borrowing capacity, of opportunity to 
sell their stocks and buy automobiles if they see fit. 
In spite of theory, the cold, hard fact remains that 
automobile production and sales go up and down 
directly with the market.” 

Shoe inventory is getting lower and lower. The pub- 
lic has been buying to within 15 per cent in numbers 
of pairs of the top requirements of footwear of last 
year. So you see, shoes are definitely “in the picture” 
of public demand. New shoes will be needed for a 
Summer period . ... different shoes, more dangerous, 
more perishable shoes. 

Remember, this is an unusual year when people get 
release from their woes by shopping for the darnedest 
things. Already there have been over $10,000,000 
worth of items in gadgets built around Snow White 
and the Seven Dwarfs and we get those figures from 
first hand authority. And all this in a time when the 
“economic Long Faces” are defying a new Springtime 
to brighten the picture. But it will brighten, for this 
public wants what it wants—when it wants it. If you 
are a merchant, you must have it. 

So, less of worry and fear alarms. Show a smiling 
face to the customer this big week of the year and we 
will all be better for the extra effort made. 
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What’s All 








tion to retailing, and what effects is it 
likely to have upon .the conduct of retail 
business? 

In the first place, who are the con- 
sumers? What do they want, or expect, 
and why are they, at this time, sud- 
denly organizing into groups and be- 
coming vocal in expressing their de- 
mands and wishes? Why all this “con- 
sumer consciousness,” which is agitat- 
ing the country today and promises to 
become more and more widespread as 
time goes on? 

Broadly speaking, of course, the con- 
sumer is everybody. To the extent that 
we buy and use merchandise we are all 
consumers, and much as our interest 
as merchants may be paramount in the 
conduct of our own business, we are 
quite likely to have a distinct consumer 
viewpoint when we walk into the other 
fellow’s store to buy what he has to 
sell. Nevertheless, in normal times, our 
interests as consumers are likely to 
be subordinated to our primary inter- 
ests as producers, distributors, public 
servants or whatever part we may be 
called upon to play in the economic and 
social organization of which we are a 
part. So we do not, ordinarily, become 
especially conscious of our rights and 
interests as consumers, we do not get 
excited or agitated about the prices of 
merchandise or its quality, if things are 
moving along in a normal, natural way 
and our attention is focused on the job 
we have to do. In particular, we do 
not become unduly disturbed about our 
rights as consumers when we are able 
to derive an income from our indi- 
vidual role in production or distribu- 
tion which is adequate to supply our 
wants, as consumers. 

But in times when large segments of 
the population have found their in- 
comes reduced, so that it has become 
difficult for them to supply their in- 
dividual or family wants, then they are 
likely to become very conscious of their 
interests as consumers. As they found 
their incomes reduced, they became 
more interested in what those incomes 
would buy. They become more con- 
cerned about prices, about quality of 
merchandise, about the wearability of 
things, particularly such things as 
clothing and shoes. And eventually 
they may band together to give ex- 
pression to their interest in these mat- 
ters, and to try and do something about 
them. 

It is interesting to note that many of 
the consumer groups were formed from 
church groups or from other organiza- 
tions comprised of people who were on 
a similar economic level and faced with 
similar problems, Usually they are 
composed of “white collar” workers and 
of people in the middle class economic 
strata. And in many instances the 
leaders in these organizations were 


This Consumer 


[CONTINUED FROM PAGE 15] 





WHY HAS LONDON TAGGED EVERY PAIR 
Of shoes with imside facts on-materials and workman- 
ship? Why does London want you to know what you 
get for your money? Because . . . for 39 years London 
has given value out of all proportion to price. Because 
eee ree ne ne ee pacers aad 
costlier workmanship that make 
eur chees wasth $3 50 64 monet $6 and $7 
Don't buy blindly. See the 


- ead com y Bench made grade 8.50 





Teach your salespeople to build 
consumer confidence in your shoes 
and service at the point of sale. 
N /ews paper mag alg aan reproduced 


Character 

Shoes boldly adopted the loudly de- 

nounced shoe tag idea and put it to 
work to serve this very purpose. 





clergymen, who had been impressed 
with the economic distress of many of 
their parishioners. 

The “consumer movement” of today 
may therefore be regarded as an after- 
math of the great depression, and it 
has been aggravated by the “recession” 
that the country is now experiencing. 
Thousands of people have had their in- 
comes reduced and have been adverse- 
ly affected at the vital point of pur- 
chasing power. They are trying to find 
new ways to make their reduced sal- 
aries or wages stretch over a multitude 
of human wants. It is singularly in 
line with the present trend of events 
that many of these consumer groups 
are asking Uncle Sam to help them out 
of their troubles. 
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Excitement? 






Now what can the merchant do 
about it? What does it mean to the 
individual retail shoe store? That de- 
pends on what kind of a store it is and 
on the clientele to which it caters. 
Broadly speaking, as we have seen, 
“the consumer” is everybody. But to 
the individual retail shoe merchant who 
reads about these consumer activities 
and wonders what he should do, the 
consumer narrows down to the group 
of people served by his store—his cus- 
tomers and the people he regards as 
potential customers. 

Clearly it is essential that every mer- 
chant must, in the light of this new 
“consumer consciousness,” adjust his 
business and its operations more close- 
ly than ever before to the requirements 
of the clientele he serves. In a truer 
sense than ever before, perhaps, the 
retail merchant is the purchasing agent 
of the community. The consumers are 
his customers and the customer is king. 
The retailer should study the customer 
more closely than ever before. He 
should know what types of merchan- 
dise customers prefer and what prices 
they are able and willing to pay. Care- 
ful records should be kept of styles and 
types of merchandise in their relation 
to sales, also of percentage of sales in 
the various price ranges. Most mer- 
chants have records on these subjects, 
but it is surprising to find how frag- 
mentary they are in many cases and 
how difficult it is to base sound conclu- 
sions on the kind of records and in- 
formation that is available. 

Consumer movements often lead into 
strange by-ways and in directions 


which by no means coincide with the 


interests they seek to serve. For exam- 
ple, one of the things that many of 
these consumer groups are asking for 
is the labeling of merchandise with in- 
formation as to the kind and quality 
of materials used in its manufacture. 
To the shoe man, that may mean the 
old “pure shoe bill,” cropping up in a 
new guise. He should be ready to meet 
that sort of thing with intelligent in- 
formation and explanation. Consumers 
are intelligent and can be made to un- 
derstand, if told in a tactful way, that 
a tag, required by law and describing 
the ingredients in a shoe, can give a 
wholly misleading story of the quality 
of the product and the kind of service 
that can be expected from it. 

This idea of requiring shoes to be 
tagged to inform consumers concerning 
ingredients used has cropped up in 
Congress at different times and retail- 
ers and manufacturers have opposed it. 
London Character Shoes, operating 10 
stores in New York, recently adopted 
the idea on its own initiative, however, 
to impress consumers with the values 
to be found in their shoes. 

(TURN TO PAGE 51, PLEASE] 
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Feminine Influence 
Pronounced 
[CONTINUED FROM PAGE 24] 


predicted that increased pairage could 
and should be obtained by it. Through- 
out the meeting her comments on colors, 
patterns and lasts were very helpful in 
bringing out and crystallizing opinion 
as it will appear in the final report. 

Very little change either in material 
or styles was expected in the smaller 
size runs, except for a more freely 
fitting last, attained by walling the 
sides somewhat. This tendency is not 
taken to mean a wall last, with 
straight sides, and an angle across the 
vamp, but merely a more nearly 
straight rise from the sole and the 
sloping across the foot to begin higher 
up than has heretofore been the prac- 
tice. One thing that was brought out 
very strongly in the discussion upon 
the 12% to 3 run is that there will be 
a greater diversity of styles available 
than has previously been obtainable. 
Patterns in greater numbers will be 
brought down from the 3% to 8 runs. 
In the past shoe men have asked for 
these, but have had difficulty in ob- 
taining them, and this in both the 
higher price brackets and in the vol- 
ume grades. In this and in the misses 
runs immediately above it, there was 
urged a greater number of 8/8 heels, 
since it was the opinion of the com- 
mittee that a 10/8 heels is too high for 
the child wearing 12% to 3 shoes, and 
this same lower heel was wanted more 
often than not in even the higher run 
of sizes. 

But it was in the highest size run 
and the modern miss division that dis- 
cussion was most general as to style 
trends, particularly in the -diversity of 
leathers available here, the wide range 
of colors and the modifications of lasts, 
where they more nearly approximate 
the women’s shoes. The opinion was 
held that a reasonably close following 
of women’s styles as decided by the 
merchant himself in his own commvu- 
nity would be the safest guide. 

In the boy’s shoes, it was brought 
out that there was still a good deal of 
difficulty in getting shoes in the class 
adopted at the last conference, “Boy’s 
special” 12% to 3. This shoe should 
be somewhat heavier than the chil- 
dren’s shoe, having a broader tread, 
and being more masculine in treatment. 
Although the boys’ classification (reg- 
ular) runs from 1 to 6, for all prac- 
tical purposes it would seem that boys’ 
shoes are usually bought from 3 to 6 
because below that, the practice con- 
tinues to buy children’s shoes and this 
practice was condemned. 


Rearranges Store 


Fonp pu Lac, Wis.—Albert E. Isaac 
Co. has remodeled its ladies’ apparel 
Shop here and has rearranged its de- 
partments so that patrons can select 
their entire Spring wardrobe, including 
shoes, with ease and comfort. 
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PROFIT 
MAKERS 


Sold only through 
Retail Shoe Stores 
and Shoe Departments 


Write today for 
complete Scott 
Line Catalog 


tongue 
Packed 


Universally recognized 
for their 
quality 


parts of shoe. Soft, 
back. Packed 1 pair in cellophane bag. 





Finest grade, soft, pure white wool felt pad fits under 


cushion between the shoe and foot. 


SCOTT'S PINCH PADS 


Sure relief for pinching vamp or throat, or easily cut to tit other 
pure white wool cushion. 


SCOTT FOOT APPLIANCE Co. 
OMAHA, NEBR. 


Scott's 
E PADS | 








SCOTT'S TONGUE PADS 


comfortable, resilient 
Adhesive back. 
Quick seller. 


of shoe, providing a 


1 pair in cellophane bag. 


LADIES’ SIZE 


Doz. Pairs 
Gross Pairs ....$12.00 


Doz. Pairs 
Gross Pairs . 


SCOTT'S 
PINCH 
PADS 


GUMMED 
Doz. Pairs ...$ .95 
Gross Pairs ..$10.50 
Z. O. ADHESIVE 


Doz. Pairs ...$ 1.05 


Gum or adhesive Gross Pairs ..$11.50 











Ben Mark Promoted 


NEw ORLEANS, LA. — Ben R. Mark, 
manager of Allen’s shoe store, 1101 
Canal Street, here, has been named 
district supervisor of the Southern Di- 
vision of the Mississippi valley for the 


Berlands Shoe Co. of St. Louis. Mr. 
Mark will maintain headquarters in 
New Orleans and will continue his 
managerial duties at the firm’s New 
Orleans store, but will travel the ter- 
ritory as well. 





Shoe Retailing in 1689 





The Sh ker. Copper engraving 
by Christoph Weigel. 1698. This 
noted artist published a book on all 
the different trades and professions 
and in it he explained the origin of 
the shoemaking craft. Weigel wrote 
that when Adam and Eve departed 
from the Garden of Eden they were 
annoyed by the thistles they found 
outside. Thus came the necessity for 
shoes and shoemakers. 


Shoe Trade to Honor 
Will Knight 
[CONTINUED FROM PAGE 26] 


A speaker of national prominence 
will act as toastmaster, many of his 
best friends will add a word and then 
Will Knight will present to Dr. Richard 
B. Dillehunt, Chief Surgeon of the 
Shrine Hospital for Crippled Children, a 
check which will be used as an endow- 
ment fund, the benefits of which will 
go on through the years. 

Those shoe men who know Mr. 
Knight and want to participate in be- 
stowing this gift may purchase tickets 
from Buford Jones, Dunn and Mc- 
Carthy, Inc., Auburn, New York; Lee 
Langstone, Executive Vice-President, 
National Shoe Retailers’ Association, 
274 Madison Avenue, New York City, 
or from the Portland committee, of 
which Henry S. Waters, 615 S. W. 
Broadway, is chairman. It is urged 
that all retailers, manufacturers and 
traveling salesmen participate in this 
movement to build a monument to the 
living, which will last through the years, 
in the name of beloved Will Knight. 





Brock Sore 
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UGAC Equipment 


ROUNDED 
OUTSOLE 


WITH INSOLE 
INCISION 


PLANET SOLE ROUNDING MACHINE — MODEL E 


The Planet Sole Rounding 
Machine — Model E and 
G/C Splitting Machine— 
Model E are available to 
all Sbicea-DelMac licensees 


REMOVED 


@C SPLITTING MACHINE — MODEL & 
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tor PRECISION 
‘and E F F | G I E N C Y | FOR LOCKSTITCH 


SOLE 
ATTACHING 








Sbicce-DelMac process of stock fit- 
ting requires particular accuracy and 
uniformity in the preparation of out- 
sole and innersole. Because both | 
pieces are derived from one sole, 
precision in sole rounding and sole 
FOR CEMENT splitting are very important. 


SOLE 


ATTAGHING 5 The soles of Sbicca-DelMac shoes may 


be attached by any of four standard 
\ processes: Cement — Lockstitch — 


McKay Sewn — Goodyear Welt. 


Complete 6/C Equipment for stock- 

fitting and attaching the soles of — srircuinc 

~ Sbicca-DelMac shoes affords manu- mover c 
facturers the advantages of maximum 
operating economy at lowest avail- 


. able machine costs. 


| WE CEMENT SOLE ATTACHING 
MACHINE — MODEL B 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Organize Your Staff 
To Sell More Shoes 


[CONTINUED FROM PAGE 21] 


These meetings do a great deal of 
good. in creating good will among the 
‘men, in developing their shoe lore and 
their ability to speak in a group. The 
meetings also develop the men’s in- 
itiative, for no matter how small or 
unimportant their suggestions for the 
improvement of the store service may 
be, every suggestion is always given 
consideration. Seemingly mediocre 
salesmen in the probationary group 
have risen to near the top of the sales 
force through knowledge gained at 
these regular store meetings. 

Experience has taught the writer the 
wisdom of confining store meetings to 


constructive work. Calling the force to- 
gether just to criticize them, perhaps 
because something at home or in the 
home office went haywire, never works 
out to the best advantage of the store’s 
business. A good rule is to praise the 
individuals and the force in public and 
to reprimand in private. 

Most of the regular men in this store 
would be capable of taking the manage- 
ment of some store which the Berland 
organization might establish in the 
future. The ability of these men was 
developed through a process of careful 
selection in the first place, followed by 
the right subsequent training. 

Chain shoe stores may afford better 
chances of promotion than some indi- 
vidually owned shoe stores or depart- 
ment stores. A live chain organization 
is always expanding and is therefore 
on the outlook for bright young men of 


good education, appearance and ability, 
who are capable of assuming responsi- 
bilities. By means of their daily duties, 
they learn all the angles of chain store 
management. Here are eight subjects 
that they are taught in the very best 
school there is: 
- Experience, 
_ Meeting the Public. 

How to Handle Adjustments and 
Complaints. — z 

How to Handle a Floor. 

How to Treat Fellow Employees. 

Interior and Window Displays. 

Keeping up Store Equipment and 
Stock. 

Keeping Abreast of Current and Ad- 
vanced authentic Fashions. 

And while he is learning all these, the 
salesman is absorbing merchandising 
methods. 





Sales of Independent Shoe Stores 


As compiled by the Bureau of Foreign and Domestic Commerce, 
Department of Commerce, Washington, D. C. 
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Number of Firms Showing Change in Sales 
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States Report- Feb., Jan., Feb., .Feb., Jan., 3 3 Se 2 3 or 
by Regions ing 1937 1938 1938 1937 1938 s Q Ne ~ A hae 

East North Central 81 — 4.6 —11.8 255.3 267.6 289.3 35 44 2 27 54 0 
Tiimols .iscaceecs 24 - 1.1 — 8.1 80.7 81.6 87.8 11 13 0 9 15 0 
Indiana ......+++. 10 ~ 5.2 — 9.7 32.5 34.3 36.0 3 6 1 - 4 6 0 
Michigan ......... a ai rata a whe sleba dake 
OED. acvpesconavss 26 —13.3 —15.3 78.4 90.4 92.6 5 19 1 7 18 0 
Wisconsin ........ 22 + 3.9 —12.6 63.7 61.3 72.9 16 6 0.2 Pe 15 0 

West North Central 58 + 9.1 —12.8 93.7 85.9 107.5 37 19 2 14 43 1 

22 +17.2 —11.9 43.6 37.2 49.5 1 3 1 7 15 0 
6 6.3 ~-16.0 8.9 9.5 10.6 2 0 0 6 0 
27 + 45 13.6 37.4 35.8 43.3 12 14 1 6 20 1 

South Atlantic ...... 28 + 1.1 + 2.3 88.1 87.1 86.1 14 13 1 17 9 2 
Delaware ......... ae Sane éo- eens owes 
Dist. of Columbia... .. ye See aha Sea 
WRewtGR cccccsées és see ase onek eto ones 
Georgia .......... ly 1.9 + 56.9 61.8 52.8 48.9 10 9 0 14 3 2 
Maryland ........ ip ions ‘wes Joes or sheath 
North Carolina... .. chee ‘cane seen sews eae 
South Carolina ... 9 + 5.8 - 2.4 36.3 34.3 37.2 4 4 1 3 6 0 
Virginia .......... ei ovds Foss owe ate. ates 
West Virginia .... ocala 

East South Central.. 16 + 3.7 +13.9 67.3 64.9 59.1 g 8 0 11 4 1 
Alabama 16 + 3.7 +13.9 67.3 64.9 59.1 8 & 0 11 4 1 
Kentucky oe Sana one ome pr vine 
Mississippi gah 
Tennessee 

West South Central... 30 +11.7 +11.9 166.4 149.0 148.7 19 11 0 20 7 3 
Arkansas ......... 4 38 =< '28 12.8 18.3 13.1 2 2 0 1 2 1 
Louisiana ........ ve eaes esa eee emne vous 
Oklahoma ........ 6 +29.3 + 9.1 45.5 35.2 41.7 4 2 0 4 2 0 
WEED Pos ccetcctes 20 + 7.6 +16.1 108.1 100.5 93.9 13 7 0 15 3 2 

Mountain ........... 31 + 3.4 22.0 87.0 84.1 111.6 21 8 2 9 22 0 
Arizona* ........ oe oe ows oes PTT: coos 
Colorado ......... 11 + 3.0 —29.5 44.6 43.3 63.3 6 3 2 5 6 0 
ED veocgteeease 7 + 25.0 -— 6.4 17.5 14.0 18.7 7 0 0 2 5 0 
Montana ......... & - 7.5 -21.8 11.1 12.0 14.2 4 4 0 1 7 0 
Nevada® ......00- cme ue 7 sein 
New Mexico* ..... 

Me  cvestovdeece 
Wyoming* ........ 

Paciiie ..séccecevers 128 — 9.9 —16.6 663.3 736.0 794.9 59 63 6 20 102 6 
California ........ 85 -10.9 --14.9 572.4 642.2 672.3 38 44 3 14 69 2 
Oe PRT er 23 — 2.1 —81.4 38.2 39.0 55.7 11 12 0 3 19 1 
Washington ...... 20 — 3.8 —21.2 52.7 54.8 66.9 10 3 3 14 3 

TOTAL 23.56 3 «++ 872 — 3.6 —11.0 1421.1 1474.6 1597.2 193 166 13 118 241 13 

Total adjusted for the 
number of working 
da 51.9 44.6 3.5 81.7 64.8 3.5 


Cente ewww eens 


seen eeeeeee 


* Insufficient data. 
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She is a tidy person, gra © Ue find those edges won’t fray 
—— critical of what she buys or run over soon, either. Eng- 
. and particularly careful to select * Yom Roe amb land Walton fibre-sorts so accurately 
trim, neat shoes. She looks for perfect edges you can be sure each sole in a pair will be 
on the soles, wanting shoes that will keep on look- _ identical with the other. Same tight fibre construc- 
ing as though they had just come off the shelves. _ tion. Same pliability. Same firmness. Same wearing 
So she’s pleased with her shoes with England Walton quality. Satisfied customers. 
fibre-sorted soles; the neat, clean edges meet her ENGLAND WALTON DIVISION 


; . A. C. Lawrence Leatuer Co. 
every requirement for spick-and-spanness. She'll Boston New York Philadelphia Chicago St.Louis Milwaukee San Francieco 


Internal fibres — not just the surface — govern the life of a leather sole 


The photo-elastic X-ray picture at the left shows 
the identical fibre structures of two 
land W alton matched soles take the 
strains of flexing in exactly the same 
way. The other picture shows what 
happens with two soles not so carefully 
matched — one will fail ahead of the other. 


-P ENGLAND WALTON (66 stad ol 


CUT SOLES anv SOLE LEATHER | _% Peat OAK BARK TANNED 


’; 





; 
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Shoe Vews 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, APRIL 9, 1938 


NATIONAL NEWS 





Patent Strong in Varied Patterns 


Great Variety of Styles in Demand in New York Stores 
as Easter Selling Season Opens 


New YorkK—Patent comes into its 
own again! The outstanding feature 
of sales in the metropolitan area for 
the past week or so has been the enor- 
mous popularity of patent leather. Per- 
haps it’s the feeling of Spring in the 
air; perhaps it’s a natural reaction 
from past seasons of dull - surfaced 
leathers and fabrics—but the unani- 
mous vote has been for this shiny 
leather to brighten up Winter costumes, 
to put the finishing touches to early 
Spring dress. All of the stores visited 
last week, both department stores and 
specialty shoe shops, reported it the 
best seller, with excellent acceptance 
in both step-in and pump styles. 

All sorts of variations have been 
played on this theme, with all sorts of 
interesting results. One of the new and 
very different ways of tredting it was 
exemplified by a shoe carried by one 
of the larger department stores —a 
shoe which has more than earned its 
keep. This was a high cut, lattice- 
work step-in, with each piece of hori- 
zontal stripping draped dressmaker 
style. A shoe calculated to catch 
Milady’s eye and to please her fancy. 
Patent has been played both in high 
and low heeled types with gratifying 
results. 

Smooth leathers—calf and kid—have 
been holding their own. One Fifth 
Avenue store reported Summer suedes 
as excellent sellers in dressy types, 
while others noticed only slight activity 
in this leather. Reversed calf, of 
course, has been excellent, both in all- 
over models and in those trimmed with 
smooth leather. Only one store reported 
a decrease in the demand for gabar- 
dines. Others noted its popularity, 
particularly when trimmed in calf.or 
patent which gives a touch of bright- 
ness to the shoe. And, one department 
store numbered lizards as good in a 
variety of colors. 

Colors have divided themselves into 
two classes —the staple, always good 
black and blue, and the high style 

[TURN TO PAGE 42, PLEASE] 





DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, III. 

April 25, 26, 1938 

Fall Showing Shoe Fashion Guild of 
America, Hotel Biltmore, New York 

; May 2, 3, 4, 1938 

Boot and Shoe Travelers Association 
of New York, Beefsteak Dinner, 
Hotel Roosevelt, New York City, 
COME Ve Cue e ee Bb ee Se ée Oe May 3, 1938 

Buffalo Shoe Travelers Association, 

Buffalo, 
May 8, 9, 1938 

Illinois Shoe Travelers and Retailers, 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill....May 15, 16, 17, 1938 

Southwestern Shoe Travelers Associa- 
tion, Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 

May 29, 30, 31, June 1, 1938 

Pacific Northwest Shoe Retailers Asso- 
ciation Convention, Multnomah 
Hotel, Portland, Ore. 

May 30, 31, June 1, 1938 

Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 5, 6, 7, 1938 

Boston Shoe Show, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass June 6, 7, 8, 1938 

Annual Convention, California Shoe 
Retailers Association, Hotel Odak- 
land, Oakland, Calif...June 6, 7, 8, 1938 

Iowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 

June 12, 13, 14, 15, 1938 

Wisconsin Shoe Retailers Association 
25th Annual Convention, Plankin- 
ton Hotel, Milwaukee, Wis. 

June 12, 13, 14, 1938 

Michigan Summer Shoe Fair, Pantlind 
Hotel, Grand Rapids, Mich. 

June 19, 20, 21, 1938 

Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, III. 

June 20, 21, 22, 23, 1938 

Pennsylvania Shoe Travelers Associa- 
tion, Style Show and Convention, 
William Penn Hotel, Pittsburgh, Pa. 

July 10, 11, 12, 1938 





February Production 
Shows Increase 


WASHINGTON, D. C.—According to 
the latest report from the Bureau of 
the Census, Department of Commerce, 
total production of footwear, other 
than rubber, in February, 1938, shows 
an increase of 16.6 per cent over the 
preceding month this year, but a de- 
crease of 24.8 per cent from February, 





PRODUCTION OF BOOTS, SHOES, AND _ 
SLIPPERS, OTHER THAN RUBBER 


FEBRUARY 1938 


| 


MILLIONS 
OF PAIRS 
50 











1937. In the two-month period, Jan- 
uary and February inclusive, a.de- 
crease of 27.9 per cent was indicated 
from the corresponding period last 
year. 

Increases were shown in every line 
of footwear during February, this year, 
over January, but likewise, decreases 
were shown in all lines in the compari- 
son of January and February, 1938, 
and the like two-month period in 1937. 

Men’s dress shoes showed an increase 
in February, this year over January of 
4,244,031 pairs, but a decrease in the 
two-month period of 4,115,851 pairs. In 
like manner, men’s work shoes, an in- 
crease of 7,318 pairs and a decrease of 
608,197 pairs; women’s shoes, an in- 
crease of 1,935,672 pairs and a de- 
crease of 5,914,050 pairs; youths’ and 
boys’, an increase of 133,033 pairs and 
a decrease of 943,349 pairs; misses’ and 
children’s, an increase of 486,362 pairs 
and a decrease of 2,961,730 pairs; in- 
fants’, an increase of 304,370 pairs and 
a decrease of 1,433,270 pairs. 
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FLEX-GORE, 
and know what to expect 
of Modern Elastic Shoe Goring. 





ELASTIC 






with the 
EXTRA Service Life 


Complete Line of SAMPLES on request. 


» MOORE FABRIC COMPANY, Pawtucket, Rhode Island « 








Patent Strong in Varied 
Patterns 


[CONTINUED FROM PAGE 41] 


novelty shades. The popularity of 
black has been increased by the success 
of patent; the blue which is outstand- 
ing is the lighter -than-navy Marine 
blue—with a satisfying demand in 
gabardine, calf, kid and lizard. One 
store estimated its sales of blue as com- 
prising about 60 per cent of its total 
sales. 

Among the novelty shades which 
have been most demanded are Rose- 
berry—a soft, rosy shade called by a 
different name in almost every store, 
tans of aJl types from a true golden tan 
to a rosy, copper shade, a clear medium 
lipstick red, and dark green, good par- 
ticularly in reptiles, and especially in 
lizard. 

Patterns have’ exceeded all bounds 
this Spring. As the buyer of one of 
the important specialty shoe shops put 
it: “Anything and everything is sell- 
ing. It’s a season of infinite variety 
so far as patterns are concerned. Step- 
ins, oxfords, pumps—it makes no dif- 
ference. You can walk on Fifth Avenue 
for hours and not see two shoes alike 
or even similar.” This, then, is heart- 
ering to thée”retailer. Customers are 
willing to accept what is shown them— 





so long as the shoe is comfortable and 
flattering. 

But they do have some preferences. 
One very strong one is for open work, 
particularly cut-outs and perforations. 
Open toes and open shanks are selling 
well, although one retailer was moved 
to explain it on the basis of their hav- 
ing reached a point of consumer accept- 
ance. “The customer no longer worries 
about or demands an open-toed or an 
open-shank shoe, except in some ex- 
treme cases where she may have a very 
definite opinion on the subject. She ac- 
cepts them. If the shoe fits well and 
she likes the way it looks on her foot, 
she rarely notices or is more than mild- 
ly interested in the fact that it has an 
open toe. It’s no longer a matter of 
great concern to her.” Others, how- 
ever, have noticed that open-toed shoes 
were more popular than those with 
closed toes. 

Pumps have been very active—both 
the plain, classic opera, and the trim- 
med pump. V-throats have had gratfy- 
ing acceptance. Step-ins of all descrip- 
tions, in symmetric and in off-side 
effects, with goring and without, and 
particularly those in open-work models 
have caused much interest on the part 
of the buying public. 

Some oxfords have been selling, but 
more in sports shoes than in the 
dressier types. A few mudguard models 
have been moving, but it is felt gen- 
erally that it is a little early for these 








to be popular, and a heavier demand is 
anticipated for them. The same is true 
of the wedge heel shoes which are avail- 
able in a variety of leathers and colors. 
One gratifying tendency that has 
been noticed is the fact that customers 
are becoming increasingly aware of the 
importance of correct fit in a shoe and 
are putting less stress on its high-style 
features alone. Style is important, yes 
—but comfort is more important, and 
only when the retailer can show his 
customer a shoe that combines both fea- 
tures can he hope to make the sale 
satisfactory both to him and to her. 


Good Response to New Catalog 


St. Louis, Mo.—The Central Shoe 
Company reports a record number of 
mail orders in response to the new 
Spring and Summer catalog. This 
catalog was distributed to the trade re- 
cently, featuring the well-known lines 
of Perfect-Eze shoes for men and wo- 
men, the Official Boy and Girl Scout 
shoes, and the Robin Hood shoes for 
boys and girls. 

This is the 25th anniversary of the 
Central Shoe Company and this year’s 
catalog is composed of 88 pages with 
three color illustrations. The finished 
job represents fine quality work. 

The number of mail orders from this 
catalog has greatly exceeded that of 
any previous response that they have 
ever experienced. 
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Makes Billion and a Half in 
Credit Available 


WASHINGTON — Restoration of RFC’s emergency 
credit facilities to make $1,500,000,000 in “unused 
funds” available for long-term loans to industry and 
public agencies as provided in the Glass-Steagall mea- 
sure was approved by Congress in record time, fore- 
stalling efforts to push for passage of a more liberal 
bill urged by Congressional left wingers. 

The legislation, which removes the 1945 time limit 
on repayment of RFC loans and also the limitation of 
$300,000,000 on the total amount of money available, 
was described by RFC Chairman Jones, who supported 
the move, as answering a demand for business loans 
which the banks are unable to make. 

Mr. Jones’ appearance before the Senate Banking 
Committee came concurrently with a report by the 
Federal Reserve Board that loans to business had de- 
clined in the week ended March 23 for the sixth con- 
secutive week. Banks in 101 leading cities, according 
to the Board, reported commercial, industrial and agri- 
cultural loans dropped $29,000,000 below the previ- 
ous week. 

“The banks are full of money and want to make 
loans,” Jones told the committee. “But they should -not 
make loans on which they might have to foreclose.” 

Asked by Senator Townsend, Republican, of Mary- 
land, if he believed the government should make that 
kind of a loan, the RFC Chairman answered affirma- 
tively. 

“T think,” he said, “that in a situation like this the 
government can afford to take a chance when the banks 
can’t. . . . We have proved that we can make these 
loans and get the money back.” 

He described the legislation as offering the chance 
to “anybody, anywhere, if you’ve got a legitimate right 
to borrow money for 5 or 10 years, come and get it.” 

Senator Carter Glass, Democrat, of Virginia, sponsor 
of the measure which had also received Administration 
approval, gave similar testimony in the Senate. He 
said: 

“This particular matter is confined to the RFC be- 
cause of all the government agencies in Washington it 
is the only one that has made money, and if the author- 
ity to make loans to small-business men and small in- 
dustries is not left open we are to have soon a bill that 
will ruin the credit of this country.” 

Directors of the RFC are empowered under the legis- 
lation to advance funds for 5, 10 or 15-year periods 
through the purchase of industrial securities with the 
stipulation that the agency is required to exercise pre- 
caution as to the soundness of the collateral. 

Some authorities insist that the legislation will not 
ease the credit hopes of small business units to the 
extent contemplated by the President when he named 
the Morgenthau committee. Doubt has been expressed 
that the committee will do little if anything to ease the 
problem. 





NOTES/ 
From the 
LEATHER OPENING 


“, .. patterns will be both high and low. 
For tailored simplicity calfskin is the ideal 
leather.” 


PREFERRED 


Vebskin Col 


for tight grain... fine break .. . and beautiful finish 
e® @ 


“,.. outstanding among treatments is the new way of 
combining smooth and sueded surfaces. Instead of a 
suede shoe with a smooth tip and fox, the quarter may 
be all calf and the vamp all suede.” 


PREFERRED — SUEDE 


Lelbshin Suede 


light weight... fine nap. . outstanding character 
e@ @ 


“... reverse calf first choice for campus and country 
. .. browns in reverse leather are tops.” 


PREFERRED 


VelGuk 


a heavy reversed calf with silky, uniform nap 





Whatever Verza leather you select you can be 
certain of distinctively different character—and 


quality. 
produced by 


VERZA 


exclusively distributed by 
CHARLES L. PIERCE, Inc. 


New York 2 Park Ave. 
Boston 210 South St. 
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Bowling Shoes 


oF ee 


PROFESSIONAL 
BOWLING SHOES 
Men's Women’s Oxfords 
$2.60 $2.50 5¢ less 

Combination Sole 
Right Foot 
Rubber Sole 
Rubber Heel 
Left Foot 
SS Buckskin Sole 
No. 240 a Rubber Heel 
BROOKS SHOE MFG. Co. 
Swanson & Ritner Sts., Philadelphia 
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Men's Shoes 


9 6 6 ee 6 eee er 


SPECIAL INTRODUCTORY 


e 
$@.10 
less 5%—30 days 
MEN'S 
HEAVY 
CREPE 
SOLE 
Bi Elk or Brown SPORT 
Rum. Genuine Goodyear Welt. Leather OXFORD 
insole, Sizes 6-10, 7-10, 7-11. iy 
QUICK SHIPMENTS 


MEN'S 
814—BROWN ELK MOCCASIN 
815—BLACK ELK MOCCASIN 











White Buck 
or Black Elk 










less 5% 
30 days 


Send for Sample dozens today. 


MONARCH SHOE CO. 


(OF WORCESTER) 
Mf'r. of Men's Dress Welts ATHOL ass 
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Vamp and Quarter Lining 


66 EP 


TUFSTA 


HAS GOT 
WHAT IT 
yw :0 34 >) 





The Original Non-Woven 
Non-Fray Reinforcing Material 


RESPRO INC. 
Cranston, Rhode island, U. 8. A. 














Chicago Travelers 
Give Luncheons 


Cuicaco, ILt.—F ree buffet luncheons 
are now being given by the Chicago 
Shoe Traveler’s Association to all buy- 
ers who register on the second day of 
their monthly Buyer’s Days, held the 
last Monday and Tuesday of each 
month. The plan was instituted at the 
last show March 28 and 29 and will be 
continued. Norman N. Souther reports 
a most successful show, with buying 
emphasis for at-once sales-placed on 
patents and tan calf. There was con- 
siderable buying of whites and other 
early Summer wear and a lot of inter- 
est in fancy house slippers. 





Brown Heads Indiana 
Shoe Travelers 


INDIANAPOLIS, IND. — Frank Brown 
of Indianapolis, has been elected presi- 
dent of the Indiana Shoe Travelers’ As- 
sociation. He succeeds the late Charles 
Slipher of Indianapolis, who died last 
Fall. 

Other officers chosen are Edward P. 
Bayless, vice-president; E. C. Smeltzer, 
secretary-treasurer, and A. F. McCord, 
assistant secretary-treasurer, all of 
Indianapolis. Members of the board of 
directors are George Tobey, J. W. War- 
render, George W. Hewitt, Rudolph F. 
Grosskopf and H. J. French, all of this 
city. 
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NEW 
SHOES 


never fail to thrill a 
+t Sally } 








7 3 ad ' 
they're Mrs. Day's 
Ideals. Styled and 
constructed by a spe- 
cialist in this type of 
footwear, they have an 
established reputation 
with all mothers. 
Smart retailers of 
juvenile shoes find 
them not only profit- 
able but excellent 
builders of new busi- 
ness. 


MRS. DAY’S 
IDEAL BABY 


SHOE CO. 
DANVERS, MAS. 


— LE BAge 


STOCK No. 463 



















Shoe Prices at Low Level 
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This chart, released by the National Shoe Retailers’ Association, shows 
the comparison in wholesale price fluctuation between shoes and other 
commodities. 


New York—The National Shoe Re- 
tailers’ Style Conferences and the Fall 
Opening of American Leathers, which 
began March 28 at the Waldorf- 
Astoria, found trade opinion less con- 
cerned with shoe price trends than with 
general conditions likely to affect pro- 
spects in the shoe and leather indus- 
tries. Trade factors believed shoe 
prices were at a level from which fur- 
ther reductions were unlikely. It was 








pointed out that, according to the index 
of wholesale shoe prices issued by the 
Tanners’ Council of America, shoes 
were one of the few consumers’ goods 
which failed to register any material 
price advance in recent years. Not- 
withstanding the fact that leather, 
labor and other costs moved upwards, 
shoe prices failed to show a commenr- 
surate advance from the depression low 
in 1933. Consumers benefited thereby 
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Shoe Sales Sten Up When 
MOHAWK CARPETS ae Selected 


|, pair haheg CARPETS will help you increase shoe sales 
in these two ways: 





Mohawk’s distinctive designs and rich color harmonies 
form backgrounds that emphasize the style and ap- 
pearance of your merchandise. 


Mohawk’s deep-piled luxury, by cushioning the test- 
ing steps, accents fit and comfort. 


When you carpet with Mohawk, you get both these plus 
values without paying a premium for them. 


Mohawk’s wide variety in patterns and colors . . . com- 
bined with the many grades in the popular weaves . . . is 
your assurance that you will find the right carpet for your 
store from the style standpoint . . . at a price that is right 
with your budget. Remember, too, that whatever the type 
or grade .. . Mohawk Carpets can always be counted on 
for quality, long life and economy. 


MOHAWK CARPET MILLS 





FREE— Mohawk’s Handbook of Rugs and Carpets, 
describing and illustrating the weaves and grades; 
and containing information helpful in solving 
floor covering problems. It is free. Send for it today. 


295 FIFTH AVENUE, NEW YORK 


BOSTON ° 


REGIONAL SALES OFFICES 
CHICAGO 
LOS ANGELES ° PHILADELPHIA 


HIGH POINT 
° ST. LOUIS 


© DALLAS °* DETROIT ° 
° SAN FRANCISCO 





inasmuch as the shoe dollar increased 
in value, contrasting with the trend 
of other commodities. 

In 1929 the average wholesale value 
of all shoes was $2.58.° By 1933 the 
average had shown a remarkable de- 
cline to $1.57 per pair. While the gen- 
eral commodity price index recorded a 
gain of 47 per cent from the low point 
in 1933, shoe prices lagged behind. In 
1937 the average wholesale value had 
reached only $1.83. 

In view of these facts, it is not felt 
in the shoe and leather trades that any 
important decline in shoe prices can be 
anticipated at present. Values have 
fallen off from their peak by about 6 
per cent, but prices now are believed 
to be at bottom. Increased labor cost, 
higher taxes, would not enable manu- 
facturers to reduce shoe prices to any 
further extent. General recognition of 
this fact in the trade has eliminated 
much hesitation on the part of shoe re- 
tailers due to price uncertainty. With 
values seemingly at basic levels a 
greater disposition to restore depleted 
inventories is expected. Well posted 
buyers believed that purchases made in 
the near future might prove advantage- 
ous. 


Opens New Chicago 
Sample Room 


CHICAGO, ILL.—For the past seven 
years the Advance Wool Skin Shoe Co., 
manufacturers of “Eskimo Woolies,” 


carried stock in their more staple lines 
of Wool Skin Slippers at 31 South 
Franklin St., Chicago. They have dis- 
continued their in-stock department in 
Chicago and have taken a large com- 
fortable sample room in the Republic 
Building, 209 South State St. 

A comprehensive stock is still car- 
ried at their factory, the Manistee Shoe 
Mfg. Co. at Manistee, Mich. The wide 
variety of this line, that includes nat- 
ural shearlings, colored leather cover- 
ings of all kinds, in soft soles, pre- 
welts and cement soles, made it imprac- 
tical to try to carry a representative 
assortment in Chicago. 

Buyers may still count on the usual 
unexcelled service. They will find W. G. 
Riley and Fred Pfaff in the Chicago 
effice, ready to serve them. 


Ball-Band Holds Sales Meeting 


BRATTLEBORO, VT. — On Saturday, 
April 2, the 21 sales representatives of 
Dunham Bros. Co., Brattleboro, dis- 
tributors for Ball- Band Footwear in 
‘New England and Greater New York, 
met in Brattleboro with Dunham Bros. 
Co. officials and officials from the 
Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Indiana. The meeting was 
held to discuss the numerous advan- 
tages obtained by merchants who place 
advance orders for Ball-Band rubber 
footwear, woolen footwear and basket- 
ball shoes during the Spring canvass. 

Attending the meeting from Misha- 


waka were E. J. W. Fink, president 
and general manager; G. D. Babcock, 
manager of sales; and J. L. Duncan, 
assistant manager of sales. 

On Monday, April 4, following the 
Brattleboro meeting, the Mishawaka 
officials met in Syracuse, New York, at 
the Hotel Syracuse with Ball - Band 
salesmen serving merchants located in 
the state of New York. 


Gaffney to Sell Evans Slippers 


Boston, Mass.—The L. B. Evans’ 
Son Company of Wakefield, Mass., 
manufacturers of quality house slip- 
pers, have recently added to their sales 
force Thomas H. Gaffney, Jr. 

Formerly with the Florsheim Shoe 
Company, Mr. Gaffney has had ten 
years of retail and wholesale experi- 
ence, and comes to the Evans firm well 
equipped to handle the Evans line. His 
territory will include the New York 
City area, New Jersey and Long Island, 
with headquarters at the New York 
City office, 807 Marbridge Building. 


Correction 


SPRINGFIELD, MAss.—In the March 
19th issue of BOOT AND SHOE RECORDER 
it was stated that Mrs. Oscar Dupont 
is to act as assistant manager to Harry 
B. Berman in .the new Childs Shoe 
Store here. This was an error. It is 
Mr. Oscar Dupont who is to be assis- 
tant manager at the store. 
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“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS., U. S. A. 
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Store Fixtures 
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SHOE STORE EQUIPMENT 
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Chromstee/ FURNI TURE 


Wri ite for catalog of Shoe alog of Shoe Store Equi ipment 


HOWELL 


ST. CHARLES, ILL 
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Dancing Shoes and Taps 
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PROFESSIONAL TAP DANCE SHOE 
IN-STOCK 












White Side 
and 
Patent Chrome 
-12 BandC $1.40 
1244-3 ABandC $1.40 
ABandC $1.50 


DAVID T. NATHAN 
138 Lincoln St., Boston, Mass. 

















Returns from Abroad 


BROCKTON, Mass.—Harold C. Keith, 
president of the George E. Keith Co., 
has recently returned from Europe. 
While in England, Mr. Keith complete- 
ly reorganized the George E. Keith 
British Stores Co., appointing Stuart 
Whattoff general manager in place of 
David Ramsey, who was forced to re- 
tire because of illness. 

Mr. Whattoff was for 26 years gen- 
eral manager of the company’s stores 
in Belgium. 


Longini Opens 
New York Office 


CINCINNATI], OHIO. — The Longini 
Shoe Manufacturing Company of Cin- 
cinnati has opened a sales office located 
at room 650, the Marbridge Building, 
New York City. 

In charge of the office is Bert Cooper 
who has been connected with the com- 
pany for about a year and a half. Due 
to Mr. Cooper’s excellent results in that 
part of the country, they have found 
it necessary to open this branch office. 


Wright Joins R. B. Ireland Co. 


Boston, Mass.—Arthur Wright, for- 
merly of Bell Brothers, Wolfboro, New 
Hampshire, is now sales representative 


. for the R. B. Ireland Shoe Company of 


Dover, New Hampshire. He is now on 
his territory which includes middle, 
central, and southern parts of the coun- 
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NECESSITY! 
Youll Say So 


—)J POPULAR 
Too { in Style—in £3} 





The Original Colt 


NORWEGIAN 
SPORT SLAAKS 


IN STOCK 


Never before has a more sensible 
style of shoe become so popular, 
and that is why men have taken 
to them so quickly. Men like the 
as of wearing them outdoors and 
smartly attired, too! Don’t 
fail” So send ” immediately for our 
catalog M-6 showing these 


and Many Other Genuine 
Moccasin Innovations 


OLT EST. 1899 


ROMWELL CO., Inc. 
STOUGHTON, MASS. 

















try, as well as certain sections of the 
East. 








Ben Cohen Honored on Birthday 





Pitts h, Pa.—Ben Cohen of Kauffmann’s, here, was agreeably surprised on 
his birt recently, when executives of I. Miller & Sons made a special trip 
to Pittsburgh and gave him a dinner party. His entire shoe department was 
present in addition to the executives of I. Miller who made the trip in order to 


personally congratulate him on the excellent 


shoe business he has done and also 


on his new position as merchandise manager ef the millinery department of 

Kaufmann’s. A large cake was presented to him in ere ae « beautiful shoe 
with three candles for open toes 

Executives of the company who were present include vs = Grossman, general 


sales manager of I. Miller & Sons; Herman Bearman, 
mack, head of the Carlisle Shoe Co.; Henry Mendelson, and Miss Peuline Rowe. 


3 Max Stoll- 
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Roth Submits Advisory 
Council Plan to Roper 


Wasuincton—Fred Roth, of the Whitney Roth Shoe 

Co., Cleveland shoe jobber who was named permanent 
chairman of tne Small Business Men’s Conference when 
it convened early in February, called on Commerce 
Secretary Roper recently and recommended that an 
advisory council of small business men be established 
immediately to give the group parity with “big busi- 
ness.” 
Mr. Roth, who submitted the plan to Secretary Roper 
together with 10 other members of the committee, 
urged that the group be enlarged by not more than 20 
members to make it more representative of both geo- 
graphical and commercial groups of small businesses 
in proceeding with a plan to create and organize the 
advisory council. 


Appointments up to Business Group 


Mr. Roper made it plain that he would have no hand 
in the creation of the council and told the delegates 
that its establishment was entirely up to them. After 
organization, however, he said he would be pleased to 
meet with the selected representatives and bring~ to 
their attention “the point of view of the Government in 
matters affecting business” and receive from them “the 
views of business on such problems.” 

“Thus, both Government and business will mutually 
endeavor to work out the problems as they now and 
as they subsequently will appear,” the Secretary said. 
“It should be remembered that no money is available 
for this Council and that its members will naturally 
be expected to serve without compensation.” 

Assuring the delegates that “the President and I 
both enthusiastically approved” the action taken, Mr. 
Roper warned that the most important question next to 
be considered is how the council members can be 
wisely selected. 


Should Be Representative Body 


“I hope that all will realize that business must have 
a representative council acceptable to a large majority 
of small business or else the general objective sought 
will be defeated,” the Secretary asserted. 

Meanwhile, other offsprings of the business confer- 
ence have been reporting progress and indirectly clam- 
oring for recognition. Of the four or five groups or- 
ganized one of the most active has been the American 
Federation of Little Business. It recently announced 
the appointment of two additional members to repre- 
sent as many states on its advisory committee. 

“Within the week, the committee confidently expects 
to have representatives from every one of the 48 states,” 
a statement from the association declared. “It will be 
conducting active organization work in at least 200 
Congressional districts.” 














TWO virtee worps 
BUILD PERMANENT PROFITS 





*THE FOUR PATENTED 
FEATURES OF WRIGHT 
ARCH PRESERVER SHOES 


l Spring steel arch 
fraly anchored. 


Metatarsal eleva- 
tion. 


3 Flat forepart cross- 
wise. 


4 Exact heel-to-ball, 
fitting. 


WO words build permanent profits for Wright 

Arch Preserver Shoe Dealers. Style is one... 
the style of smart, good looking shoes that wins 
sales at first sight. 
Comfort is the second . .. the natural foot comfort 
which only Wright Arch Preservers’ exclusive foot- 
health features* can give. Twenty-seven extra manu- 
facturing operations — finest leathers and master 
workmanship — perfect these precision-built shoes. 
Lean times or fat, customers come back for the 
exclusive foot health features of Wright Arch Pre- 
servers. Let us help you to build the permanent 
profits of repeat sales. Write today. 


Wright 
ARCH PRESERVER 
Shoes for Men 


E. 1. WRIGHT & CO., INC., Rockland, Mass. 
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“PLA-SHU” 


Inexpensive All Leather 


Made on new UCO process, "8 staples. Made over 
BROUWER’S Research Last £8. 


fas with "Brown, Trim 
No. = sizes ty: 
- 6 
-12 
“stocked in two watiba, 
Cc and D. 
Same in E 
Smoked with Tan Trim 
Packed 24 pairs to the case. Sizes 6-11 with 
leather spring heel. aa sth nog Phe heels. 
Popular priced, Hygienic Healt rous 
leather gives foot ventilation. “‘“PLA-S: “clreuler 
sent on request. 


MONDL MFG. CO. - - Oshkosh, Wis. 
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Dancing Shoes and Taps 
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FLEXIBLE TAP DANCING SHOES 


Lightening 
Step 
by 
NEW 
osco 
PROCESS 





IN-STOCK 





White Kid 
Women's AA-44e-8 .......- $1.46 $1.50 
A-B-C-242-8 ..... 1.45 1.50 
Misses’ ta it "2 coves 1.40 1.45 
Children's | errr 1.35 140 


OWENS SHOE Co. 22S%0¢"%x2.5'. 
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Men's Shoes 


SO FO EF OP OT ee 


GREAT 
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Orthopedic Shoe Men Meet 


New York—The regular monthly 
meeting, held Thursday evening, March 
31, at the Hotel McAlpin, by the 
Orthopedic Shoe Men’s Association of 
the State of New York, developed a 
spirited interest in the matters of in- 
signia and promotional plans, reduction 
of dues, clarification of status problems 
and the first session of the educational 
series. 

The orthopedic shoe men were ac- 
corded a distinctly worth while sur- 
prise, through the efforts of Dave 
Weisberger, president of the New York 
State Orthopedic Shoe Men’s Associa- 
tion, and the courtesy of the Wm. 
Scholl Company. W. F. Milligan, dis- 
trict manager of the Scholl Company, 
whose interest and cooperation with 
the association has been most valua- 
ble, introduced to the meeting Samuel 
S. Allen, attorney for the Scholl Com- 
pany. Mr. Allen gave a comprehensive 
explanation and commentary on a re- 
cent test case and decision by the 
Court of Appeals of the State of New 
York, Chief Justice Crane presiding, 
which involved the principles and prac- 
tices affecting every Orthopedic Shoe 
Man in the state. If doubt at any time 
existed in the minds of any orthopedic 
shoe man as to the vital necessity of 
coordinated association, interest and 
progressive work, it certainly was dis- 
pelled at this meeting. 

A number of other important items 
were brought to the attention of the 
meeting. First was the matter of dues, 
which were reduced. With business 
conditions as they are today, it was 
suggested by the executive committee 
that those wishing to join the associa- 
tion be enabled to do so at a lower fee. 
The proposal for a reduction of dues 
to $6.00 for the retailer, and $3.00 for 
the salesman, was brought to the audi- 
ence by Ralph Merians, treasurer of 
the association, in so logical a presen- 
tation that it was adopted unanimous- 
ly. 

M. M. Winer, director of the promo- 
tional and publicity activities, pre- 
sented to the members the prospective 
insignia of the association. This will 
be completed for placing in the store 
windows of all association members, 
and will be used in a promotional cam- 
paign to the public at a later date. 
Mr. Winer further reported on pro- 
motional plans with definite action to- 
ward furthering the organization mes- 
sage to manufacturers, retailers and all 
those interested in the progress of the 
State Association. 

The last speaker of the evening was 
Louis Feman, of the Central Needle 
Trades School in New York. His lec- 
ture, the first of a series, was an in- 
teresting talk on the subject of Foot 
Measuring Devices. At a previous 
meeting, Mr. Feman consented to act 
as the director of the educational ac- 
tivities of the orthopedic association, 
and in that capacity, he has planned 
a series of lectures on lasts, patterns 
and the construction of shoes, that will 
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The PROOF of 


@ 


Superiority 


is in the preference of so many 
leading manufacturers and re- 
tailers. This nap-sueded, aniline- 
dyed leather for all out-door foot- 
wear is available in 30 authentic 
colors. Be sure you get RUFFIT. 


SLATTERY BROS. 


TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 








be of interest and benefit to every 
orthopedic shoe man. 

Any shoe man who is interested in 
attending these monthly meetings as a 
guest should communicate with Harry 
Parke, at 215 West 91st Street, in New 
York. A post card or telephone call 
will bring any information desired 
pertaining to the association and its 
activities. 





G. T. Dermody Appointed 
Shoe Buyer 


OWENSBORO, Ky.—George T. Der- 
mody, formerly associated with the 
Wiebolt stores in Chicago for over 14 
years, has joined McAtee, Lyddane & 
Ray, Inc., of this city and has been 
appointed buyer of men’s, women’s and 
children’s shoes in addition to having 
control of the basement department. 

Clyde McAtee, former buyer, has left 
the concern and has purchased an in- 
terest in the Schmuck’s Department 
Store, located in this city. 





Correction 


Due to a typographical error and 
transposition in the report of the men’s 
style meeting, Cushing Cutler was men- 
tioned as being with the Avon Sole 
Company. Mr. Cutler is with the Al- 
fred Hale Rubber Company, makers of 
Rajah Products for many years. 













—y 


SwPoOs ws woe st we ee 


Fe 


BOOT AND SHOE RECORDER, April 9, 


Manfield 


WORLD FAMOUS 
ENGLISH SHOES 


Now Carried IN 
HERE | 


Bespoke styled Oxfords 
with medium weight 
soles, and T shaped 
rubber tip in heels. 

No. 9297. In British 
Tan, of a pleasing 
shade. 

No. 9163. 


Ditto, in 
Black Calf. 


= 


ONE OF MANY STYLES 


WRITE FOR CATALOG 


1938 


STOCK 


Name 


BOOST SALES NOW WITH A 


Zouri Store Fronts, Niles, Michigan. Send Free Portfolio to— 





Address 


8-4: 





Stocked in 
Widths Sizes 


A—8-12 





White FOR FREE PORTFOLIO 





B—7-12 
C—6-12 
D—6-12 


SHOE 





1636 Ranstead St. 
PHILADELPHIA, 





DISTRIBUTING DEPOT FOR JU. S. A. 


MANFIELD & SONS 


PENNA. 











CAVALIER 


THE 


MAN'S 


POLISH 


BUILDS BUSINESS 


POLISHES — CLEANERS — DYES 
FOR EVERY SHOE STORE 
WRITE 


CAVALIER-BALTIMORE, MD. 





N.S.T.A. Drive for 


New Members 


CuIcaGco, ILL. — “One New Member 
for Every Old One” is the slogan of the 
National Shoe Traveler’s Association 
and affiliated associations during the 
month of April, Norman N. Souther, 
president, announces. The month of 
April is being devoted to an intensive 
membership drive in charge of Harry 
Benningson, membership chairman, 
who has headquarters in Seattle. Mr. 
Souther has written to the 18 af- 
filiated associations to get behind Mr. 
Benningson and cooperate enthusias- 
tically. 


Celebrates Golden 
Anniversary 


NortH Hampton, N. H.—Congrat- 
ulations of many friends were ex- 
tended March 25 to Mr. and Mrs. Fred 
A. Day on the occasion of their 50th 
wedding anniversary. Mr. Day former- 
ly manufactured children’s shoes in 
Marblehead, Mass. 

Although 76 year old, Mr. Day is 
still very active, keeping the shoe in- 
dustry “in his blood” with a part-time 
association with Greenland’s shoe plant 
in Hampton. 

He and Mrs. Day, who was born in 
Woburn, Mass., were married in Lynn. 
Mr. Day began his career as a shoe 
cutter in Portsmouth. 


Trimmings Match Footwear 


Pe 


\ » aapeaphd 


The Longchamps influence is seen 
in this smart ensemble Marla Shelton 
created for herself. At fashionable 
Santa Anita race track the beautiful 
brunette screen starlet recently ap- 
peared in this coat of green striped 
English tweed with high and low waist- 
line, trimmed in luggage brown leather 
and worn with alligator sandals held to 
the heel with elastic bands. Her purse 
is also of luggage leather and the zip- 
per fastener is attached to a chain and 
crystal ball watch. Sandals and buttons 
match and the inch-wide leather trim- 
mings on hat and coat blend well with 
the red fox fur neckpiece thrown back- 
ward over the shoulders. 


Leada Baby Shoe Co. 


Reorganized 


DANVERS, Mass.—Leada Baby Shoe 
Co. has been reorganized. The new of- 
ficers are Charles E. Mercier, presi- 
dent; William O. Stevens, treasurer 
and George J. Gregory, vice-president. 

Mr. Stevens formerly manufactured 
shoes in Auburn, Me. Mr. Mercier and 
Mr. Gregory have been with the Leada 
Co. for some years. 

Miss Ruth B. Smith, Miss Emma 
Little and Miss Alice B. Drew, foun- 
ders of the enterprise, have retired 
from business. 


Fleischer Buys Nathan Store 


WoosTER, OHIO—Philip C. Fleischer 
of Canton, Ohio, has recently, purchased 
the Nathan’s Shoe Store in this city 
and will continue to operate the store 
as Fleischer’s. 

The store is in charge of Philip C. 
Fleischer, Jr., ably assisted by Irving 
Carson. 


Bids Called for Cadet Shoes 


Boston, Mass.—The Quartermaster 
Depot here, has advertised for bids on 
625 pairs of so-called “flying cadet 
shoes”—black calf oxfords worn with 
dress uniforms in the military aviation 
service. Bids will be opened April 12. 
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Luxurious Seating 
COMFORTABLE ¢ COLORFUL 


















Te match your store color scheme. 
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Tennis Shoes 
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Men’s, women’s & boys’ 


ARNOFF SHOE CO. 












Obituaries 


George B. Hendrick 


ABINGTON, Mass.—George B. Hend- 
rick, well known in the shoe industry 
as former sales manager of the W. L. 
Douglas Shoe Company, and, later, as 
vice-president of the Lewis A. Crossett 
Shoe Company, died recently at the 
home of his son, E. Allen Hendrick, in 
this town. Recently he had been head 
of the Rudge Printing Company of 
New York City. 

Mr. Hendrick, who was 58 years of 
age, was born in Springfield, Mass., 
and educated in that city. Before en- 
tering the shoe industry he had been 
in newspaper advertising work, having 
held responsible positions both with 
the Pittsburgh Post and Sun, and the 
Boston Traveler, of which he was ad- 
vertising manager in 1905. 

He is survived, in addition to his son, 
by his widow, the former Helen I. 
Adams; a daughter, Mrs. Madeline S. 
Dugan;a brother, William A. Hendrick; 
and six grandchildren. 

The funeral was held in Brockton 
and interment was in Melrose Ceme- 
tery, that city. 


George Baumgartner 


DETROIT, MicH.—George Baumgart- 
ner, 75, died at his home in Detroit, 
recently. He was, for 15 years, super- 
intendent of the Armstrong Tanning 
Company, later becoming associated 
with the Detroit Oak Belting Company, 
from which he retired eight years ago. 

He was a member of Detroit Lodge 
No. 34 B. P. O. E., and of Oak Camp 
No. 50, W. O. W. 

He is survived by his wife, two sons, 
five grandchildren and one great grand- 
child. Burial was in Forest Lawn Ceme- 
tery. 


Thomas E. Welsh 


INDIANAPOLIS, IND. — Thomas E. 
Welsh, 72, for years manager of the 
shoe department at the Star Store, here, 
died recently in Springfield, Ill. He 
was born in this city and had been in 
the shoe business practically all his 
life. 

Funeral services were held in SS. 
Peter and Paul cathedral. His wife, a 
son and daughter survive him. 


Thomas Buckle 


PITTSFIELD, N. H.—Thomas Buckle, 
69, who, until his retirement, was a 
leather manufacturer well known in 
the shoe industry, died here recently. 

A native of Sheffield, England, he 
came to this town four years ago from 
Wilmington, Mass. Funeral services 
were conducted in Reading, that state. 

Among the survVivors are his wife, a 
son and two daughters. 
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Good News From 
COLT CROMWELL 


During the last year we 
have assembled our various 
manufacturing units in our 
factory at Stoughton, Mass. 
We are now happy to an- 
nounce to our customers 
and friends a complete 
COLT line of riding boots 
—hand sewed moccasins— 
military belts and puttees 
—made and distributed 
from our new headquarters. 
Our 1938 catalog is now 
ready and will prove to you 
the service we are prepared 
to offer—may we send you 
one? 


OLT EST. 1899 
ROMWELL CO., Inc. 


Manufacturing Plant at 


STOUGHTON, MASS. 


Branches 
1239 Broapway, N. Y. C. 
840 So. Los ANGELES ST., 
Los ANGELES, CALIFORNIA 

















in a local hospital. 


J. J. Buellesbach 


Mapison, Wis. — J. J. Buellesbach, 
74, local shoemaker for 45 years, until 
his retirement in 1934, died recently 
Operator of a shop 


at 230 W. Gilman Street, here, Mr. 
Buellesbach learned his trade as an ap- 
prentice in Hannf, Germany. A resident 
of Madison for 48 years, Mr. Buelles- 
bach leaves no survivors. 








Blue Important in 
Spring Picture © 

MIAMI BEACH, FLA.—F rank Brothers 
reports that dark blue is becoming im- 
portant as a Spring shoe, particularly 
in kid and gabardine. Oxfords, while 
moving fairly well, must give way to 
pumps as a best seller. During the 
resort season sandal types have led 
everything else. D. W. Lillibridge, man- 
ager, is of the opinion that open toes 
are on the wane. He says that while 
they have been very active throughout 
the season, for “going home” trade 
there is not much call for open toes. 

Scotch plaids have been well received 
as a novelty shoe and have led prints. 
One of the best sellers has been a mesh 
and kid with matching bag. 

For men the all-white sports shoe has 
led everything, in brogue and semi- 
brogue types. Wing tips continue to 


be good, and plenty of perforations are 
wanted in sports shoes. Tan and white 
is definitely ahead of black and white 
in volume. 
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Leather Forecast for Fall 
[CONTINUED FROM PAGE 17] 


important new fashion color. There is 
still some interest also in the darkest 
shade, Coffee Brown, a carry over. 
Many tanners are not afraid to proph- 
esy increased sales of brown in all 
types of leather. 

After brown comes wine as a fast- 
selling Fall color. Like brown, it is 
being seriously considered in many 
type finishes, and for much the same 
reason—first, “ its acceptance this 
Spring in the various berry shades, and 
second, its suitability, in its clear 
slightly bluish cast, to wear with black, 
blue, or wine of a different tonality. 

Blue—Navy, Marine, and Parisian— 
will be sold in a limited way. Enough, 
however, so that it is included in many 
Fall lines. 

In every election there must be one 
dark horse. This Fall it is Porto Plum, 
slated for high style promotion but 
possibly headed for novelty volume. In 
shoes it can be worn with black, wine 
reds, and plum. Here and there, un- 
expected interest has been shown in this 
color. 

The second important Fall trend con- 
cerns finishes. Interest in smooth fin- 
ishes is definitely on the increase. It 
is expected that glazed kid and smooth, 
grained, or boarded calf will be given 
more consideration in the early Fall 
lines than usual. The best you can do 
in planning your Fall buying is to put 
in a few more smooth and grained sur- 
faces than last year. The situation can 
be eased by counting on buying a cer- 
tain number of shoes combining the two 
types of finish in almost equal parts. 
This new type of pattern is important 
and offers a happy out to a difficult 
problem. Some tanners of patent are 
showing this leather in combination 
with suede, expecting it to be a good 
early seller, following all-over patent 
shoes. Glazed and suede kid are also 
being used together in the same fifty- 
fifty combination. 

Grains have been gaining in popular 
favor for several seasons. The trend is 
marked in the Fall lines in natural 
grains such as Baby Pigskin and Baby 
Buffalo—and in various finishes, includ- 
ing grained or boarded calf and crushed 
kid. Llama, camel and pig calf are all 
on the market as well as a few new 
grains. 

In this general revival of leathers 
with surface interest, reptile and alli- 
gator skins have come into their own 
for all-over shoes, and trims. These 
are found in genuine skins where the 
price level does not seem to be frighten- 
ing away a certain type of purchaser, 
and in cleverly designed calf prints. 
Like the grain leathers they are being 
dyed in the whole range of Fall style 
colors. ’ 

An interesting item is a new develop- 
ment, black suede kangaroo. White 
suede kangaroo we have had but no 
black suede until now. 

Here is the Fall picture, as accurate 
as it can be drawn at this early stage. 
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es have Scuffless Heels 


pyc me 


The P. Hagerty Shoe Co. gives customers 


Scuffless heels—because 


it knows customers prefer them. Du Pont 
Scuffless “PYRAHEEL” plastic heel covering 


k or scuff. Therefore, 
you a valuable selling 


point that women will quickly appreciate. 
Write for samples and complete information. 


E. 1. DU PONT DE NEMOURS & CO., INC., PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 





The general prospect is encouraging 
and credit for this is due in part to 
the tanners, in part to the designers. 
The leathers—types, finishes, and 
colors—are new and bautiful. Patterns 
are interesting and different. All the 
new dressmaker ideas—pleating, pin- 
tucking, shirring and draping. New 
uses of stitchings, pipings, thong lac- 
ings, pinkings, and combinations of 
leathers. Wedge and platform soles 
and new “mudguard” effects to em- 
phasize that part of the shoe. And, 
newest note, a scalloped tope with lac- 
ing run through like a ribbon to re- 
semble an old-fashioned camisole and 
draw attention to the top of the shoe. 
So many new treatments to tempt a 
woman and make her want to increase 
her shoe wardrobe. 


C. H. Rosen Opens New Shop 


BrRocKTON, MAss.—Charles H. Rosen, 
associated with the shoe business of 
this area for more than 10 years, has 
started a new retail shoe business 
known as Charlie’s Shoe Store, located 
at 43 Centre St. 

The new store features shoes for 
men, women, children and _ infants. 
Opening day, April 1, was a gala sales 
event and Mr. Rosen was very gratified 
with the patronage. 

Mr. Fraser was most recently man- 
ager of the shoe depa~tment of 


Fraser’s, local department store, where 
he was associated with the Scheft shoe 
chain which operated the Fraser de- 
partment. 


What’s All This Consumer 


Excitement? 
[CONTINUED FROM PAGE 34] 


The retailer, and the retail sales- 
man, are really the teachers who must 
educate the consuming public about 
merchandise and merchandise values. 
They meet consumers face to face at 
the .counter or the fitting stool and 
they can guide the thinking of the cus- 
tomers who, collectively, comprise the 
great buying public. Know your cus- 
tomers, regard them as partners whom 
you should consult in the selection of 
styles and the determination of price 
ranges, earn and deserve their confi- 
dence through careful fitting and strict 
attention to their interests, and you 
will have nothing to fear from the em- 
battled consumers who are standing up 
to demand their due. On the contrary, 
the store that has made it a policy, 
through the years, to store up a fund 
of consumer acceptance — otherwise 
known by the homely, old-fashioned 
name Good Will—should profit from 
the new Consumer Consciousness. It 
affords them an opportunity to mer- 
chandise the value of their service. 
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Spacious New Shoe Department Opened 





Wilkes-Barre, Pa.—This spacious and beautiful new shoe depart- 





ment was r tly op d at Fowler, Dick and Walter, The Boston 
Store, here, recently. Located on the main floor of the store, the new 
department is approximately 90 feet in depth and 35 feet in width 
with space for a stock of several thousand pairs of shoes. The section 
shown in the above photograph is devoted to women’s shoes with the 
men’s and children’s departments to the rear 
In the store ad announcing the opening of the new department, the 
names of the several well-known lines were prominently featured, each 
with a short paragraph explaining its qualities. 





Mandel’s Opens New 
Hollywood Store 


HoLLywoop, CALIF.—Known for al- 
most ten years to smart shoppers along 
Hollywood Boulevard, Mandel’s has 
now presented the public with as beau- 
tiful a shoe store as one will find any- 
where. The space of the former store 
has been doubled through taking on 
the adjoining room, so that the store 
now boasts of a 40-foot frontage on 
the boulevard with depth on a good 
corner of 100-feet. 

Harry Wolfson, president of 
Mandel’s, will transfer his activities 
from the Los Angeles main store to be 
executive of this one. He will be as- 
sisted by C. M. Reed and Manny Levin 


together with a staff of 14 experienced 
people. 

Spaciousness is evident in the ex- 
pansive windows and in the roomy in- 
terior. 

Windows are especially designed to 
allow changeable settings in tune with 
style promotions and are left partially 
open at the back to permit’ an at- 
tractive vista of the store. An island 
show window is an unusual feature, its 
upper part designed to hold seasonal 
floral displays. 

The front is of imported Roman 
travetine, its gleaming white surface 
illuminated at night by a_ projected 
light trough which floods the entire 
front instead of merely illuminating 
the Neon sign. 


The vestibule is laid in St. Albans 
red marble inlaid with travetine chips 
and embellished in bronze, which is also 
used as decorative trim to further the 


* modern theme. 


On the interior, the shop is appointed 
as a comfortably-furnished lounge, its 
floors laid from wall to wall with 
luxurious broadloom carpeting; its 
chairs done in natural wood, up- 
holstered in chenille. Interesting dis- 
play niches with grass cloth back- 
grounds are used to accent the shoes 
and accessories they contain. 

Woodwork is of red mahogany, while 
the walls are covered in imported 
French salubra paper. Modern flush 
lighting is used with the lenses in the 
ceiling. 

Mandel’s firm of shoe stylists has 
been in business in Los Angeles for 
over 20 years with continuous ex- 
pansion shown in the downtown as well 
as the Hollywood store. The Los 
Angeles shop occupies three entire 
floors at 516 W. Seventh Street. 





New Comfort Shoe Shop 


CuIcaGo, ILt.—Another comfort type 
shoe shop has been added to Chicago’s 
foot health row on Madison Street be- 
tween Michigan Avenue and Wabash 
Avenue. A new shop handling Red 
Cross shoes exclusively operated by 
Robert Allen, Inc., has opened at 58 E. 
Madison. This is the only exclusive 
Red Cross shoe shop in Chicago and 
carries the largest and most complete 
stock in Illinois. The interior is deco- 
rated in modern style with walls in 
light bird’s eye maple with dark mold- 
ing. Lee Sussland, formerly of Wolock 
and Bauer, is manager. 





Brauer Continues Gain 


St. Louis, Mo.—For the third suc- 
cessive month, Brauer Bros. Shoe Com- 
pany report a gain in business over the 
corresponding month last year. For 
March, the sales record shows a gain 
of 25 per cent over March, 1937. 

According to A. J. Brauer, the first 
three months of this year were the 
biggest and best in the company’s his- 
tory. 








Chain Store 





Efficiency 


records are made available to independent retailers in the 


Recorder’s Stock Record System 


(either in cards or book form) 
Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 
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Scout Shoes 


LE EP EP OF 


IMPROVED 


“SPORTSTER’™ 
SCOUT SHOES 


$2 -90 


2V2 to 12 
AAAA-D 


& 
Largest Low 
Heel Size Range 
in the World 


8140 Paris Tan Calf 2 
8141 Blue Calf 
8144 Beige Vobuck with Paris Tan Trim 
8150 White Nubuck 
8145 White Nubuck with Paris Tan Calf Trim 
8142 White Nubuck with Blue Calf Trim 
For additional In-Stock Styles send for 
“WEDGIE” Folder 


N. Y. office, 402-404 Marbridge Bldg. 


A. SANDLER CO. 


ESSEX STREET, BOSTON, MASS 














Women Demand Colors 


SAN FRANcIsSco, CALIF. — After an 
extraordinary loyalty to black during 
the greater part of last year, women 
of San Francisco are going to the other 
extreme in their 1938 Spring shoe buy- 
ing and are demanding colors and fancy 
combinations. Deserting suedes to 
which they have been loyal all Winter, 
they are buying leathers, gabardine, 
python, a wide range of fabric shoes, 
and gray Java lizard. Open toes seem 
to be leading, with pumps and ties 
close behind. The downtown stores are 
catering to this fad for color, variety 
and the unusual in shoe materials, and 
the shoe display windows in some cases 
look like offerings for a fancy dress 
ball. Other stores, while responding to 
the demand for color, are doing so 
along more conservative lines. 

Nisley’s, at 35 Grant Avenue, is fea- 
turing two contrasting windows, one of 
navy blue tones, the other British tan. 
These are in gabardine and leathers, 
open toe styles, ties and pumps. Blue 
is the staple selling color at this store, 
with rust and copper shades following 
in popularity. “Style shoes are more 
in demand,” says W. T. Freeman, man- 
ager. “We are meeting with little or 
no price resistence and selling high 
grade styles. Popular prices are $4.95 
to $6.50.” 

“We are doing a good Spring busi- 
hess,” says Frank More, 233 Geary 
Street, “and to judge by present indica- 
tions, the Easter trade should be ex- 
cellent. We are showing the most beau- 
tiful goods we have ever had in stock 
and our customers are responding with 
keen interest. This combination of out- 
standing styles and customer-interest 
should produce a very good season.” 
More’s are showing prominently their 
natural python and gray Java lizard. 
Roseberry shades in leather are popu- 


lar, as are fabrics combined with patent 
leather. Black patent is outstandingly 
in demand. In style, pumps are lead- 
ing. Shoes in a price range of $10.75 
to $14.75 are selling easily in this store. 


Increasing Accessory Sales 


NEw YorkK—The Hanan & Son store 
at Fifth Ave. and 48rd Street, have a 
unique method of increasing their ac- 
cessory sales. In the new accessory de- 
partment, which is arranged very at- 
tractively at the front of the store on 
the second floor with women’s shoes, 
is a young woman whose duty it is to 
watch the progress of shoe sales on the 
floor, and to walk past the customer 
casually two or three times with the ac- 
cessories which will go well with the 
shoes the customer is buying. She 
must be tactful enough to attract the 
customers’ attention without having it 
seemed arranged. After she has caught 
the customer’s eye and has introduced 
her merchandise, she takes over the 
rest of the sale, which is credited to 
the salesman selling the shoes. This, 
according to Thomas Meath, buyer, 
leaves the salesman’s mind free to con- 
centrate on his fitting, and avoids the 
usually awkward way a man introduces 
the subject of accessories and tries to 
suggest additional purchases to the 
customer. Results of this novel method 
of pushing accessory sales have been 
most gratifying. 


Nisely Store Remodeled 


SAN FRANCISCO, CALIF.—Renovation, 
redecoration and expansion of seating 
capacity have made Nisely’s, 35 Grant 
Avenue, one of the most up-to-date of 
the downtown shoe stores. All new 
carpet was put in, new chairs, and dis- 
play windows were modernized. The 
interior of the store was replanned and 
rearranged to give more attractive dis- 
play space for stock and greater seat- 
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Wedge Heel Shoes 


al I i i ee ee 








105—Bro. Elk, Lea. Soles 
160—Bro. Elk, Gristle Soles 
115—Smoke Elk, Gristle Soles 
180--White Elk, Nap Soles 
Send for ‘‘Sportster’’ Scout Shoe Catalog 
N. Y. office, 402-404 Marbridge Bidg. 


A. SANDLER CO. 


200 ESSEX STREET, BOSTON, MASS 














ing capacity for customers. A _ less 
conservative atmosphere than formerly 
has been produced, with greater em- 
phasis on color and style. W. T. Free- 
man is new manager here. 


Injured in Auto Accident 


LYNCHBURG, VA.— John W. James, 
vice-president in charge of sales for 
the Craddock-Terry Company, was in- 
jured in an automobile crash near 
Raleigh on April 1. 

T. J. Ligon, 205 Boston Avenue, this 
city, driver of the car in which Mr. 
James was a passenger, and who is a 
Craddock-Terry salesman, was injured 
also. Both are patients at Rex Hospital 
at Raleigh. 





_ Ample Window Space in New Store 


New York—The modern design of the new Florsheim Shoe Store at 
5th Avenue and 41st Street provides ample space for the display of 


women’s footwear which the store handles exclusively. 


The large bank 


of windows on the side street run the entire length of the store except 

for the one entrance in the middle. At the front of the store, the win- 

dows are of the curved type and, as on the side, are backless, provid- 

ing vision into the store and allowing the maximum of natural light 
into the interior. 
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Clnssigeed) and) Want tel’ 





SALESMAN WANTED 


LINE WANTED 





SALESMAN WANTED — To cover the states 
of Idaho, Iowa, Washington, Montana. One 
who can obtain volume business for large man- 
ufacturer producing a line of children’s stitch- 
down shoes. Can turn over a good many ac- 
counts to start with. Must work on a commis- 
sion basis. State experience and references, 
also volume of business done. Address F-727, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





ALESMEN WANTED—Complete line shoe 

polishes, soaps, dressings, waxes, all terri- 
tories, liberal commissions. Address F-730, care 
Boot & Shoe Recorder, 239 West 39th Street. 
New York, N. Y. 





BOSTON, Mass. distributor wants Salesman 
who covers territory South and West. to 
sell a complete in-stock line of house and bed- 
room slippers—hard sole eae padded sole— 
D’Orsays, Boudoirs, etc. y straight com- 
mission. State experience, an give references. 
Address F-749, care of Boot & Shoe Recorder, 
140 Federal St, Boston, Mass. 





ee — Carolinas, Florida, Georgia, 

and Central States—to sell line of 
Cork’ Sa Sandals and Soft Sole Slippers retailing 
$1.00 to $2.00. Address F-740, care Boot & 


2) Recorder, 239 West 39th Street, New York, . 





FOR LEASE — 


XCLUSIVE Ladies’ Ready-To-Wear Shop 

with ample space and window display, in best 
city of 15,000 population, Western Kentucky, 
well established Be veg! oy pular demand we 
desire to lease Ladies’ =o Denextmnat to firm 
catering footwear from $3. 95 to $10.00. Address 
F-747, care Boot & Shes Recorder, 239 West 
39th Street, New York, : 





SHOE department for lease in a long estab- 
lished department store in a Northern New 
York City—popular priced family shoe depart- 
ment. Address F-745, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





POSITION WANTED 


BUYER—Men’s and Boys’ high grade shoes. 
20 years’ experience. A-1 references. Can 
produce results, Married. Address F-748, care 
Boot & Shoe Recorder, 209 So. State St., Chicago. 








SHOEMAN, age 33, fifteen years’ experience 
store manager; also buying men’s, women’s and 
children’s. Has good knowledge window display. 
Desires connection with progressive company 
where possibilities for advancement are unlimited. 
Address F-744, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


SALESMAN, 40 years of age, desires change 
for Fall Season of 1938. Prefer growing 
girls’ and ladies’ novelty lines, retail $3.00 to 
$5.00, make up or s Territory west of 

| Mississippi river. 15 years with present line— 
A-1 references. Address F-743, care Boot & 
~“~ Recorder, 239 West 39th Street, New York, 





SHOE Salesman 38 years old with 17 years’ 
shoe experience. Never unemployed or dis- 
charged. AVAILABLE AFTER APRIL 10th. 
Men’s, Ladies’, Children’s or General Family line 
considered. Salary or commission basis. Penn- 


sylvania or Middle —_s States preferred.’ 


Address F-741, care Boot & Shoe Recorder, 239 
West 39th Street, New York, i 33 





LINE Wanted. Illinois and Iowa. Experienced 
salesman with large following on women’s 
popular-priced shoes. Address F-746, care Boot 
& Shoe Recorder, 209 So. State St., Chicago, Til. 


LINE Wented. Fast line Ladies’ popular priced 
Novelties and Growing Girls’ Sport 

For state of Wisconsin or part of state. Ad- 
dress F-742, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








BUSINESS OPPORTUNITY 


F OR Sale, Well established, exclusive shoe 
store, completely modern. Most valuable 
franchise in America. Reason owners_ bad 
health, 515 Kress Building, Houston, Texas. 








| 
YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system 0 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
| for training; openings everywhere with 
| all the trade aged — — ag ae capi- 
tal uired o if ency 
| or soliciting. "Bstablished Pith ¥ dress 
| Stephenson Labora 21 Bay, 
| Boston, Mass. 





Zoelly Elected Head of 


J. Edwards & Co: 


PHILADELPHIA, Pa. — At a recent 
meeting of the board of directors, 
Alfred Zoelly was elected president of 
J. Edwards & Company, children’s shoe 
manufacturers. Also elected were 
Reinhardt E. Wildbolz, vice-president 
and treasurer; Robert L. Huffine, vice- 
president, and Mrs. M. Sawyer, assis- 
tant treasurer. 


POSITION WANTED 





1938 





ADVERTISING EXPERT 
for orthopedic or feature shoe firm 


AvatILaBLe now perhaps 
most seasoned all-around adver- 
tising man in Chicago. Seventeen 
vears with leading advertisers, agen- 
cy, trade papers, newspaper, maga- 
zine, three manufacturers. Last four 
years sales promotion manager larg- 
est manufacturer arch supports, 


remedies, shoes. 
eee 





Head entire department or assist. 
He’s excellent copywriter, ads for 
magazines, newspapers, radio, point- 
of-sale of finest kind, trims for win- 
dows, dealer helps, house organs and 
direct mail of all kinds, catalogs, 
broadsides, folders, booklets. 
eee 


Makes striking layouts, directs art, 
photography, all production details 
with economy, also printing, lithog- 
raphy, assist sales manager effec- 
tively. Portfolios, contests, drives, 
campaigns, letters. 
eee 
Age 43. Christian. Married. Ener- 
getic to unsurpassable degree. Tops 
in sound, mature judgment; yet mod- 
ern, active, keen merchandiser and 
idea man of top standing. $5200 
year. Interesting facts of success 
career in detail on request; specimen 
scrapbooks, too. Write ARTHUR A. 
STARIN, 5653 N. Kenmore Ave., 
Chicago, Ill. Answer interview any- 
where; at once. 



















New Shoe Shop Opened 


Avucusta, GA. — Augusta’s newest 
shoe store is Slater’s Boot Shop, which 
has been recently opened at the corner 
of Broad and Eighth Streets. It is un- 
der the management of Sid Kravitz 
and features Slater’s Style Shoes for 


men. 








mum charge, 75 cents. 


address should be counted 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
f=" Advertisements for this page must be in our New York office on Friday of the week preceding publication. 
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WANTED TO PURCHASE 








WE BUY 
lus Wholesale and Retail 
randed Shoes such as 
Walk-Over, Florsheim, Lem go Vital- 
ity, Arch Preserver, Bos- 
tonians, Stetson, Red Cross, Nure-Bush, Ete. 
IBVIN BUBIN 
“The House ef Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 


We will LJ tire stocks of shees 
trom manufacturers, Jebbers or retailers 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-516! 














New Grossman Store Opened 


New York—tThe new home of Julius 
Grossman shoes was opened to the 
public on April 4, in a completely re- 
modeled, six-story building at 11 W. 
36th Street, four doors west of Fifth 
Avenue. 

The new location comprises four 
floors devoted to health footwear for 
which Julius Grossman has become well 
known. Shoes for men, women and 
children will be carried as before, with 
space available for the 50,000 pairs 
that are stocked. The fifth floor is de- 
voted to an auditorium in which peri- 
odical lectures on feet and shoes will 
be given. The sixth floor will house the 
art department. 


Improved Leather Popular 


Boston, Mass.—The gain in patent 
leather, which is one of the features 
of footwear fashions so far this year, 
is due in part to the improvement of 
the leather, chiefly for the finishes. 

Insofar as factories are concerned, 
it may be stated that this improved 
patent leather may be worked into 
shoes with more facility and, also, with 
less of the losses that once were caused 
by cracked tips or other faults. Where 
stores are concerned, the shoes of the 
shiny leather, whether in black or col- 
ors, look better because the improved 
leather may be drawn more smoothly 
and accurately to the last in the last- 
ing process. 

Besides, it may be noted that the 
improved patent leather wears better, 
not cracking nor peeling, but holding 
its luster and finish. And the improved 
leather also stands up better under 
atmospheric changes. 


Fkennox 


SAINT LOUIS 


50 OR 
DOUBLE 





V & A Store Celebrates 
50th Anniversary 


KALAMAZOO, MicH. — The V & A 
Bootery celebrated its golden anni- 
versary in the shoe business here, re- 
cently, with a dinner and celebration at 
the Columbia hotel at which John F. 
Muffley, founder of the store in March, 
1888, was the guest of honor. Em- 
ployees of the store were present as 
were a number of representatives of 
well-known shoe firms. William Van- 
Dis, manager of the store, acted as 
toastmaster and introduced the various 
speakers. 

On the preceding night, the store 
held open house and some 4000 friends, 
customers and visitors visited the store 
and viewed the several interesting dis- 
plays and the new line of Spring foot- 
wear. 

John F. Muffley, who will be 84 years 
old this year, is president of the “Three- 
Quarter-Century Club” in Kalamazoo 
and is known as the city’s “Grand Old 
Man.” Since he founded the store in 
1888 he conducted a rapidly-growing 
and successful shoe business in this 
store. When he retired from active 
business in 19238, the store was sold to 
its present owners who carried on 
where he left off. During the past year 
the store has been completely remodeled 
and modernized with the latest in shoe 
store equipment, making it one of the 
most up-to-date stores in this section of 
the country. 


Harold’s Open New 
San Pedro Store 


SAN Pepro, CALir. — B. Harold 
Frankel, who operates the Harold shoe 
stores in this vicinity, has just opened 
his latest store in this city. He has 
moved to a new site, one considered a 
hundred per cent location. The 25- 
foot frontage has been utilized to the 
very best advantage in store designing. 
The store carries shoes for women and 
children. 
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MERCHANTS’ NEEDS 





INCREASE YOUR SALES 
with the original 
SHOE DOCTOR SHRINKERS 


ADDITIONAL SALES are 
made when you obtain the 
confidence of your customers 
by giving those hard-to-fit- 
feet a perfect fit. Our Shrink- 
ing Devices, when used with 
our specially prepared fluids, 
give the proper fit to shoes 
which fit large around the 
top, slip at the heel, or gap 
at the sides. Any fullness 
or wrinkles in leather or 
fabric are easily shrunk 
without harm. 


Send your order or write for detail information. 
Special combination offer $25.00 (fluids in- 


cluded in above prices) f.o.b. Indianapolis, 
Indiana. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, ind. 








Interesting Promotion Tie-in 


NEw ORLEANS, La.—The Imperial 
Shoe Store, Canal and Bourbon Streets, 
New Orleans, was quick to tie-in its 
promotion with the Spring Fiesta— 
flower and fashion show staged in New 
Orleans in mid-March. “Gay as a 
Fiesta” was the headline for an adver- 
tisement featuring “colorful silk prints” 
in sandals by Palter de Liso, Fenwyn 
and I. Miller, priced at $13.75, $8.95 
and $12.75, respectively. 


Continues in Business 


WATERTOWN, Wis.—Wickner’s Boot 
Shop will continue in business here, ac- 
cording to an announcement by Mrs. 
R. R. Wickner, widow of the late pro- 
prietor of the store. Victor Krueger 
and Dorothy Schwenker, long asso- 
ciated with Mr. Wickner in the store, 
will continue in active charge of the 
business. 


Opens New Shoe Department 


MERIDEN, CONN.—Ives, Upham & 
Rand Co. department store, usually 
known as “Upham’s,” has opened its 
new shoe department, featuring Foot- 
balance, Florsheim, Physical Culture 
and Arch-Rite shoes for women and 
Foot-Balance and Good Luck lines for 
children. Foot examination and pedo- 
graphing by two orthopedic training 
school graduates are stressed in de- 
partmental promotion. 
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Scientists Study Leather 


to Determine Qualities 


WASHINGTON, D. C.—Better animal 
skins make better leather and sell at 
higher prices, but little research work 
has been done to determine what makes 
some animals produce better hides than 
others. A step in this little explored 
field of research was made recently by 
leather specialists of the U. S. Depart- 
ment of Agriculture when they had the 
opportunity to study the skins from 
nine sets of twin lambs raised under 
controlled feeding conditions. 

“The results show the prospect for 
more basic information which may re- 
veal quantitatively the influence that 
essential animal life factors, such as 
breeding, feeding, sex, end environ- 
ment, have upon hide quality,”, says 
R. W. Frey, in charge of leather in- 
vestigations for the Bureau of Chem- 
istry and Soils. 

In the lamb skin study, one each of 
the nine sets of twin lambs was placed 
on full-feed. The other twin was given 
just enough feed for normal subsis- 
tence. At slaughter time the full-fed 
twins weighed almost twice as much as 
the under-fed lot, and the skins from 
the full-fed lambs weighed from two 
to two and a half times as much when 
fresh, cured, or tanned. The size of 
the full-fed lamb skins naturally was 
greater—one and one-half times larger, 
in fact. In addition the leather from 
the full-fed lot averaged nearly two 
times thicker and one and two-thirds 
times stronger. 

Skins and leather from the full-fed 
lot had distinctly larger fibers, a higher 
angle of weave (that is, the interlaced 
fibers of the skin were in a more nearly 
vertical position), a more open fiber 
structure and a coarser, higher grain. 
The coarser grain, says Mr. Frey, no 
doubt was caused by the heavier growth 
of wool on the full-fed lambs. Too, the 
higher angle of weave and the larger 
fibers—usually associated with stronger 
leathers—were offset in the case of the 
full-fed twins by the looseness of weave 
compared with the more densely-woven 
fibers of the under-fed group. 

“This work merely points to a new 
field for research,” Mr. Frey stresses. 
“When we have a more adequate back- 
ground of information it will make 
possible the more accurate evaluation of 
hides and skins before they are made 
into leather. Consequently, the pro- 
ducer would be better informed as to 
their value and the tanner could buy 
more intelligently.” 





Manages Shoe Department 


Macon, Ga.—R. P. Hines, formerly 
with the J. M. High Company, in 
Atlanta, has been made manager of 
Dannenberg’s main floor shoe depart- 
ment. Prior to his connection with the 
J. M. High Company, Mr. Hines, who 
is well-known throughout the South, 
was for nine years with the shoe de- 
partment at Hofheimer’s, in Norfolk, 
Virginia. 
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Buying Git 


BOOTS AND SHOES 


ARNOFF SHOE CO., THE, New York City...........0.....0.0002. 5 ob teeter BD 
BROOKS SHOE MFG. CO., Philadelphia, Pa....... : iy eo ae 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass.......... hse oben ke. AG 
COLT-CROMWELL CO., INC., Brockton, Mass.... Bee ta ot 9, Poecney 46-50 
CONNELL, J. M., SHOE CO., S. Braintree, Mass... ne atin SRST Ont WME eater 50 
ENDICOTT JOHNSON CORP., Endicott, N. Y....... a It clei Ma 
FREEMAN SHOE CORPORATION, Beloit, Wis... 2.000000 0 00 ccc ccc cee ce eee eee ee 10 
GREAT EASTERN SHOE CO., Boston, Mass.............. 0. cece eee cece es 48 
SOON a re TTT ne i5 Gc amesereew eae ered ag ow wi eleeninw eee eiweews 49 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.................... 6 
MONARCH SHOE CO., Atho!, Mass..... .............2..005- Se Tae era | 
MONDL MFG. CO., Oshkosh, Wis.. ; Pp AE, Ltn OR, 
MRS. DAY'S IDEAL BABY SHOE CO. iver, bias: ST et Pel Cee || 
Sureennnn SERIE Ps OUI, DEMRE.  .. cc ke oy oc cee cnn atin d ees lanseepcc... 
OWENS SHOE CO., Salem, Mass............ oe ete ie th eae,” ee 
ROBERTS, JOHNSON & RAND, St. Louis, Mo.. ..... SRI. 699 
NU 0 igo <5 os ale nieve o Sia Wie dia Gain wdvie dtmdgag owwd es 53 
UNITED STATES RUBBER PRODUCTS, INC., New York aie .. .Front Cover 
WRIGHT, E. T., & CO., INC., Rockland, Mass.. BoP ere aes EAA ee OAT 


LEATHER AND OTHER MATERIALS 


ELIE CID CO Babten: ante VOR 6. is ok ee dciac cc ceedlicedccclecse 8 
BARNET, J. S., & SONS, INC., Boston, Mass.................................2nd Cover 
COLONIAL TANNING CO., Boston, Mass........... 0.000 cece cece eee eee ees Back Cover 
ENGLAND-WALTON DIV. OF A. C. LAWRENCE LEA CO., Boston, Mass........... 40 
GOODYEAR TIRE & RUBBER CO., Akron, O.......00 0000 cece cece eee eeee 23 
SOU Me Oe OO TOPE CATY, eee eae ree io eed le ccbbnevcese 2, 3 
Rpnmeee Sees em Pmwrtreee Ret ok lec elace cot cc cecccses 42 
PANTHERPANGCO GO. Choisea, Mass... 0 cece ccc e ctv esscees we Miser 
eS Es ess as oon tn 9 bib op FEDUNDIR ARV. 000 wpe osere BAEA.S.e. CELE 44 
SLATTERY BROS. TANNING CO., Boston, Mass.. inten eels. 48 
UNITED STATES RUBBER PRODUCTS, INC., New York City... See ewe ia) ¢ Hs asin ul ea ie 25 
VERA TANNING GO. Podbody, Mast... 56 lok aa hte ain c cee. 43 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
CAVALIER CORPORATION, Baltimore, Md..... 2.2... 06. ccc eb cece cece cence eee 49 
COMPO SHOE MACHINERY CORP., Boston, Mass............-....00 ccc cece eeeee I 
DU PONT, E. |. DE NEMOURS & CO., INC., Arlington, N. J.........000.0.0..0....0.. 5 
UR lS a Ns vii PEL bared pie Ka oop ven depos esa obaee ce 7 
UNITED SHOE MACHINERY CORP., Boston, Mass................00.000000- 27, 36, 37 
SRRTEES DART COMIRAIEY, Boman, Wate... oo. cick clewicms csbv Benictcubeccveneece 33 


STORE EQUIPMENT AND ACCESSORIES 


I AT eh re gs bic’... Sich bao tade tied ide endvbevdcses. 4 
INTERNATIONAL SEAT CORP., Chicago, Ill.......0...0000 2000 cece eee eee 50 
MOHAWK CARPET MILLS, New York City.............0 2. cc cee cece ee ee eee. 45 
SCOTT FOOT APPLIANCE CO., Omaha, Neb..................00 0000.0 cece eee 35 
SMELTAER. E; G., CO. indianapolis, Ind.. 06.3000. a. 5B 
SE RE UPI, UTI, Ios ccc ccc ccetccocscuesdeccscpcccccocwceeres 49 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City...................0...-..0005 gia ae 55 
ee I le EO OI ss os gas ce eG oitie ag bot upc pha davece shee cneey us So 
KIRSCH-BLACHER CO., INC., New York City...............0.0 0 cc ccc ccc eee 55 
I, PU I ois os G8 5 swe feos open gh Vacs s Usage eR erate oes 6 55 
STEPHENSON LABORATORY, Boston, Mass...........0..000000 00 cee cece ecu eceeuees 54 
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BELLAIRE 


MEN’S . 
AAA to G 
Sizes 5 to 14 
$5,$6and $6.75 


WOMEN’S 
AAAAA to EEE 
Sizes 2to 11 
$6.75 and $7.50 




















BOYS’ 
AtoE 
Sizes 1 to6 
$4.00 and $4.50 


CHILDREN’S 


Complete widths 
sizes 


a 
$2.50 to $5.00 
Priced according to size 


Vitality Growing Girls Goodyear Welt and Sbicca-Delmac construction 
shoes, (Thrift Grade) $5.00. Thrift Grade Shoes for Women $6.00. Vita- 


poise Feature Shoes for children $3.50 to $6.00, priced according to size. 


RIVIERA 


SAYBROOK 


Are you ready for the question? 


Is your stock of sports type shoes for men 
sized completely? Are you prepared to help 
men change from the sombre styles of winter 
to smart, delightfully cool and comfortable 
summer shoes? 


Vitality’s stock department is replete with 
appealing types of summer footwear for men. 
And that fact is an important point: It means 
service on your orders; it means extra pairs to 
you; it means a lift in your merchandising prob- 
lem; it means additional profits; and it means all 
leather quality shoes that will back up the 
standards of your store service. 


Capitalize the opportunity. Send your refill 
orders regularly ...the sports season is just 
around the corner. 


VITALITY SHOE COMPANY e ST. LOUIS, MO. 
Branch of International Shoe Co. 





BOOT AND SHOE RECORDER, April 16, 1938 











HUBBARD 
SHOE COMPANY 
division of 
WEYENBERG SHOE MFG. CO. 
utilizes the black magic of COLONIAL PATENT to achieve these 


appealing strap patterns for juveniles. The numerous perforations, 
stitch-rows and pinking demand a thoroughly dependable patent 
leather of exceptional fineness of grain and uniform weight. Colonial 
is noted for these qualities . . . in both black and colored patent. Our 
current swatch book contains thirty authentic colors—and that great 


favorite, SNO-WHITE PATENT. Send for one today. 


COLONIAL 


FOR THE PATENT LEATHER SHOES 


COLONIAL TANNING COMPANY, BOSTON, MASS. 
-_ 
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TIME OUT for a case of shoes! 


Production delays caused by wet and dry solvent 
type box toes prevent your shoes from speedy trans- 
fer to retailer’s shelves. TIME OUT. for last prep- 
aration; for rest periods on the wood to, permit 
moist box toes to harden; for repairing patent leather 
fractures; all add to manufacturing cost and subtract 
from your customer’s good will when needed shoes 
are delayed in delivery. 

Beckwith hot and cold type box toes produce dur- 
able trim-appearing finished toes without requiring 
time out periods. Write for a demonstration proving 
how Beckwith box toes give quality results and a 
time-saving bonus as well. 








BECKWITH BOX TOES 


BECKWEETH MANUFACTURING CO., DOVER. N. 


SHERBROOKE , QUEBEC ; Gy, MILWAUKEE, WISCONSIN 
AGENTS: GEO, A. SPRINGMEIER CO., CINCINNATI, OHIO WRIGHT GUHMAN CO, ST. LOUIS, MO. 
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sABEL's 


ORRECTIVE SHOES 


= SABEL’S CORRECTIVE SHOES 
. CARRIED IN-STOCK 


These famous Corrective Shoes for Men, Women and Children are 
carried in-stock to render a complete and immediate shipping service 
to Orthopaedic Surgeons and the general medical profession. Thirty 
numbers for different corrective requirements available. 

Developed and perfected by Mr. I. Sabel with the co-operation of 
the Thompson Bros. Shoe Co., where they are exclusively manu- 
factured. The complete In-Stock Service makes the franchise for 
these high grade orthopaedic shoes more valuable than ever. All 
carry the Sabel trade mark, guaranteeing the same construction and — 
quality that has made these shoes famous. = 


























SHOE for WOMEN CLUB FOOT with EXTENSION WING 





STUB LAST 





PATENTED 








STYLE 112 







Patent Applied for Last and Shoe 





A specially constructed shoe of unusual Infants’, Child’s, Misses’, Boys’ 








depth for arthritic deformities or where ae r F 5 “ 
¢ The new Club Foot with wider extension, 
ieune depth is needed to accommodate other bone edges rolled to minimize extra flare. Out- cts 
deforming diseases. Very light in weight. ward swing braced by long outside counter 





to prevent outward throw. 






Carried by Sabel’s in their Philadelphia, Pittsburgh and Chicago shops. 


Write for latest catalog just issued of complete in-stock service and 
agency plan covering franchise for localities where agency not yet 
closed. 


Famous makers of CORRECTIVE SHOES of all TY PES 
EXCLUSIVE ae BROS .SHOE (0 MAKERS 


FINE SHOEMAKERS 


Soe os. CS 


Over Fifty-five Years of Built-In Quality Behind Every Pair 


naansnansassaascassnasesassssastiasscasssdaccsticiecscs.. | 
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1. What is the significance of 
this metal tab? 


300 MILLION TaLon slide fasteners are now 
used in this country! Each, by its perfec- 
tion, is a meshes es Be for galoshes with 
the TaLon fastener. That’s why customers 
look for the name “TaLon” on the pull-tab! 





2. How do you account for the 
present popularity of galoshes? 


GALOSHES USED to be bulky, clumsy, style- 
less. But in 1923, the TaLon fastener brought 
them grace, practicability ... changed a 
little-used precaution into a popular staple! 
Contrast the old and new shown above! 





3. What is the most reliable 
galosh closure? 

Tue Taton slide fastener! It works smoothly 
the entire life of the galosh . . . doesn’t jam 
or rust .. . makes even wet, muddy galoshes 


easy to remove. It is the one slide fastener 
that is always reliable. And people know it! 


4. How can a retailer build ga- 
losh sales... how can he curb 
returns and markdowns? 


WHEN ORDERING . . . be sure to specify 
the TaLon slide fastener! The nation- 
wide preference for the TALON fastener 
speeds up turnover. Its utter depend- 
ability makes satisfied customers. It 
increases repeat sales. Why not take 
full advantage of the TAton slide fast- 
ener in the galoshes you sell? 


TALON 


Reg. U. 8S. Pat. Off. 


Slide Fastener 


MADE BY TALON, Inc. 
MEADVILLE, PENNSYLVANIA 
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No. 256 — Genuine white pig 
leather. Plain toe and small 
amount of pinking make this 
shoe distinctive. Campus last. 
Leather Heel. 


SIZES: In Stock 
A—7% to 12 
B—7_ to 12 
C6 toll 
D6 toll 


No. 88—"Polar Bear White’— 
trimmed in rich brown — Me- & 


dalion on the new straight 
cap. Also the foxing and eye- 
stay are of brown. Campus 
last. Leather heel. A _ real 
sporty shoe yet one that is not 
too extreme. 

SIZES: In Stock 

A—7% to ll 

B—7 to ll 

C6 to ll 

D—6 to ll 


No. 220—A beautiful “Grey 
Kid Combination.” Light grey 
kid Vamps and dark grey kid 
tips and quarters. Blackstone 
last. Leather heel. It's a 
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to the Problem 
lof a Profitable 
assortment 


ERE’S one way you can keep left 
over summer styles from dying on 
your shelves—that's to stock Justin's. 
And here’s why—Justin summer styles 


usually repeat several seasons because 


the patterns are stylish, yet not voguish. 
Every pair is made of quality materials, 
by master shoemakers. Select an as- 
sortment of Justin Summer styles and 
forget Summer clearance sales—there’s 
still time to order for this Season. 


MADE BY THE BOOTMAKERS OF THE WEST SINCE 1879—H. J. JUSTIN & SONS, INC., FORT WORTH, TEXAS 





